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The Enemy of 


IDLE 
HA 


With a Clipper No. 6 Speed Lacer on the job, plant 
superintendents are relieved of the mounting costs 
of idle operatives while belts are being relaced. 
Here is a lacer which laces both ends of a six inch 
belt in 90 seconds! A lacer which exerts a 37,509 
Ibs. pressure without damage to belt fibres! A 
lacer which calls for only a single shopman to 
operate it and to move it from job to job as 
required. 


Push Clipper Equipment this year and you will 


he following the line of least resistance in sales 
effort. 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 


CLIPPER HOOKS, UNSURPASSED IN QUAL- 

ITY, ARE 20% TO 30% LOWER IN PRICE 

THAN OTHER MAKE The lacers come in 

types for every requirement, lacing the smallest 

of belts up to the heavier and wider ones. The CLIPPER 
use of Clipper Hooks and Pins ensures a per- HOOK 

fect, lasting joint. 


CLIPPER PINS 
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A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4—ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


A. M. Morris, General Manager. 
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1. Intelligent Market Information 
2. Energetic Sales Assistance 
3. Attractive Profit Margins 


—The Backbone of Belmont’s 
Service to Distributors 


Unless you are thoroughly sold on 
what we have to offer you, we cannot 
expect to interest you in handling 
the Belmont line. 


Unless you are completely satisfied, 
once we have interested you in taking 
on our line, we cannot expect to re- 
ceive the kind of sales representation 
we know you are capable of giving us. 


Therefore, we have built a distributor 
plan that is so complete, so definite, 
so attractive, that you cannot fail to 
see its advantages immediately. 
(Write for details, and judge for 
yourself.) And that plan will be car- 
ried out to the letter. We guarantee 
it. We have everything to gain by it, 
and so have you. Together, we can 
make BELMONT packings a real 
profit line in 1932. 


BELMONT 





‘4 There is a Belmont Packing 
for Every Service”’ 





























Applying the Product to the Market 


A Good Packing 
With a Broad Market in 
Every Territory 





BELMONT 
Air-Compressor Packing 
This packing is especially designed for, and 


fully meets the requirements of the exacting 
service on air compressors. It withstands the 


extremely dry heat existing in air compressor 
service, and will also show remarkably good 
results in dry steam and the various gases. It 
is not affected by extremes of temperature, 








and consequently will not become hard in 
service, 


BELMONT Air Compressor Packing is 
prepared in three styles: Ring Form, No. 
110; Spiral Form, No. 112, and Coil 
Form, No. 111. It is made of special 
braided and lubricated long Fibre As- 
bestos Yarn, especially designed for the 
hard service of all well known makes of 
air compressors. Made in sizes 14” and 
up by sixteenths. 














The BELMONT PACKING & RUBBER CO. 


BUTLER AND SEPVIVA STREETS 


PHILADELPHIA, PENNSYLVANIA 
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Who Said 
“DEPRESSION”? 


More 


G&F Speed Reducers 
were sold in 1931 than 








in any previous year 


Distributors who want to in- 


erease their present volume of 





business should address their 


line includes all F —— 
types of Speed inquiries = 
Reducers —Worm, 
Planetary and Her- 
ringbone. Also the 
famous Falk Flexi- 


2 GEARS AND FORGINGS, INC. 
ble Couplings. ; 


GENERAL OFFICES: 3153 WOODHILL ROAD, CLEVELAND, OHIO, U. S. A. 


District Offices: Chicago, Pittsburgh, Detroit, Buffalo, New York, Indianapolis 
2 Factories: Cleveland, Chicago, Ford City, Pa. 


| GEARS ann FORGINGS, INC. 
SPEED REDUCERS 
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Jenkins vALVES ARE ALWAYS MARKED WITH THE "DIAMOND" 
MARK 


" 


Five of a kind, all noted for strength. 


‘A SERIES 


From left to right, Fig. 103-A Standard Bronze Angle Valve, Fig. 106-A Standard Bronze Globe Valve, Fig. 110-A Standard Bronze Cross 


Valve, Fig. 117-A Standard Bronze Horizontal Check Valve, and Fig. 118-A Standard Bronze Angle Check Valve. 


What Interchangeability means 


MALLER stocks and better service 

with resulting higher profits are 
what interchangeability in valve parts 
means to a distributor. Fig. 106-A 
Jenkins Standard Bronze Globe Valves 
and the 
angle, cross and check patterns are 
designed to provide a wide range of 
interchangeability. 
For example, the bonnet or packing 


corresponding valves in 


See the complete Jenkins BOOK OF VALVES 
Catalogue No. 22A on pages 819 to 866, 1931 
—«-,,—_e", edition of Sweet's Engineering 
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nut or any other part of one Fig. 
106-A Globe Valve will fit perfectly 
any other Fig. 106-A of the same 
size. More than that, the trimmings 
of a Globe Valve are interchangeable 
with the trimmings of the angle and 
cross valve part for part, size for size. 
Jenkins publication advertising and 
Jenkins Service Representatives are 
telling your customers about these 


o 


JENKINS BROS. 


80 White St » New York, N. ¥.; 524 Atlantic Avenue, 
Boston, Ma 33 No. Seventh St., Philadelphia, Pa.; 
646 Washington Blvd., -saly lil; 1121 No. Sen 
Jacinto, Houston, Texas. JENKINS BROS 
Montreal, Canada; London. Eng. Factories: Bridgeport, 


Conn., Elizabeth, N. J.; Montreal, Canada 


, Limited, 


advantages. Valve users are being 
directed to your supply house. Be 
prepared to get your share of this 
business by stocking and selling these 
modern Jenkins Valves with the one- 
piece screw-over bonnet and slip-on, 
stay-on disc holder. 

Jenkins Standard Valve Parts Card is 
a handy reference when ordering 
woes and parts. Write for your copy. 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since [864 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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Approval 


PPROVAL of the procedure being fol- 
lowed by the central office in its efforts 
to promote the interests of the indus- 

trial distributor was the high-light of the 
meeting of the Joint Merchandising Commit- 
tee held in Youngstown, Ohio, January 20. 

R. M. Gattshall, executive-manager, stated 
very definitely his belief that the success of 
the movement depends entirely upon the ex- 
tent to which distributors themselves back it. 
For that reason, the efforts of the central of- 
fice have been so directed as to stimulate in- 
terest among distributors to the point where 
they will identify themselves with the move- 
ment. 

Many distributors, besides Committee 
members, are doing their bit to assist in se- 
curing further cooperation in this direction. 
W. C. Hunter, The Ross-Willoughby Com- 
pany, Columbus, Ohio; C. H. Bradley, W. J. 
Holliday and Company, Indianapolis; R. H. 
Welton, Chase, Parker Company, Boston; 
Hl. F. St. George, Shadbolt and Boyd Com- 
pany; W. W. Ethier, Western Iron Stores 
Company, Milwaukee; E. P. Welles, Charles 
Hi. Besley and Company, Chicago; and John 
T. Potts, The Galigher Company, Salt Lake 
City, Utah, are a few distributors who have 
been particularly helpful in this work. 

That the efforts have been fruitful is evi 
deneed by the fact that many new distributor 
subscriptions have been received during the 
past 60 days, while indications point to many 
more in the immediate future. 

The soundness of securing distributor sup- 
port is indisputable, for the purpose of the 
Committee’s activities is to enhance the dis 
tributor’s position in industry. Of course, 
the manufacturer stands to benefit from the 
work of the Committee. So does the user. 
But the results to be obtained from a nation- 


wide campaign emphasizing the economic im- 
portance of the distributor certainly will be 
reflected more in the distributor's 
sheet than any other place. . 

This is readily ascertained by mention of 
the fact that there is a potential yearly vol- 
ume of industrial supply business in excess 
of one-half billion dollars now being pur- 
chased through sources other than the indus- 
trial distributor—a volume which the distrib- 
utor can and will cut into materially under 
the stimulus of a well-directed campaign, 
such as is planned by the Joint Merchandis- 
ing Committee. 

Because distributors stand to profit most, 
it is reasonable to look to them to provide the 
leadership so necessary to success. Once dis- 
tributors, as an industry, have shown their 
intention to see this campaign through, the 
cooperation of friendly manufacturers is as- 
sured. As V. A. Whitla, vice-president, 
George A. Myers and Company, Vaterson, 
New Jersey, says: 


balance 


“The industry needs such a program as is 
offered by the Joint Merchandising Commit- 
tee, and the fact that we have subscribed is 
an indication of our confidence in the plan. 
There is no question in our mind but that 
manufacturers will do their share when they 
see that distributors are cooperating.” 


lV TING more distributors to throw the 

weight of their support behind the pro- 
gram is the big job facing the central office 
of the Comiittee. That means getting more 
distributors to assimilate the facts as regards 
the work being done and contemplated. To 
that end, the central office, under R. M. 
Gattshall, is working; a sound procedure and 
one with which the Committee is in full 
accord. 








Electric 


Motors 


Where and How to Sell Them 


There’s a broad and profitable electric- 
motor market for the industrial distributor. 
Don’t overlook it 





Motor-driven pumps in the power plant of a large rail- 

road car shop; 15 to 700 h.p. squirrel cage synchronous 

motors are usually recommended for power plant pump- 
ing use. 


, NHERE is probably no product with wider appli- 
cation throughout industry than the electric mo- 
tor. This being true, the industrial distributor 

should be a tremendously important factor in the dis- 

tribution of motors, particularly those purchased for 
replacement purposes. 

Obviously, there are some industrial users who buy 
motors to be built in as a part of finished equipment. 
The distributor, by and large, of course, cannot compete 
for this kind of business. But eliminating the original 
equipment entirely, there still remains a lucrative field 
which the industrial distributor ought to cultivate thor- 
oughly. <A careful reading of the table on page 8, 
giving the principal industries which use electric motors, 
together with the applications to which they are put, 
should prove helpful. 

That many distributors recognize the opportunity for 
increasing their electric motor sales to industry is 
brought out in a recent survey conducted by Mitt Sup- 
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plies. The following reasons were 
given by distributors as to why indus- 
trial plants should buy electric motors 
from them rather than direct or 
through some other source: 

1. Our salesmen call more frequent- 
ly and are in better contact with users. 

2. Our salesmen know the applica- 
cation of motors to the equipment we 
sell. 

3. Customers buy the majority of 
their maintenance requirements from 
us, and it’s logical for us also to take 
care of their motor needs. 

4. Users do not want to split up 
their purchases and carry separate ac- 
counts, merely to buy a few motors at 
occasional intervals during the year. 

There is no questioning the sound- 
ness of the above reasons, but strange- 
ly enough another survey made by 
MILL SuppLies among 70 distributors shows that but 
32 of them are handling motors as separate units. 
Nearly 100% of the distributors reporting, however, sell 
motor-driven tools of one variety or another. Accord- 
ing to distributors, the following conditions make the 
profitable selling of motors difficult : 

1. Competition from small manufacturers eats into 
the distributor’s volume and profit. 

2. With existing keen competition, profit margins ob- 
tainable make it difficult to render adequate service. 

3. To properly sell electric motors takes specialized 
sales effort, and the profit margins allowed by manufac- 
turers do not permit it. 

4. Competition from local power companies and elec- 
trical dealers complicates the motor situation for dis- 
tributors. 

5. The wide range of size and types of motors used 
in industry adds to the difficulties, since, for the average 
distributor, a comprehensive stock is out of the ques- 
tion. 

At first glance, the above conditions would seem to 
preclude the possiblity of distributors making a fair 
profit on the sale of motors. But before arriving at a 
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A battery of motors in a 
large textile mill. Most of 
the motors used in this in- 
dustry are A.C. and of a 
limited rating. A special 
design, called the Textile 
Motor, is built to exclude 
lint from the interior of 
the motor. 


A motor-driven clay crush- 
er operating in a_ brick 
plant. Squirrel cage induc- 
tion motors of from 5 to 
25 h.p. are usually recom- 
mended for this applica- 
tion. Note also the pos- 
sibility for the sale of V- 
belts and sheaves. 





definite conclusion, let’s 
oughly. 

A study of the table 
cally every industry has 
coke plants, for instance. 
mostly standard equipment, ranging in horse-power from 


investigate the situation thor- 


on page 8 shows that practi- 
many uses for motors. Take 
Motors utilized here are 


2 to 100. They are used on gas boosters, coke cars, 
by-products, centrifugals, conveyors, coal crushers, fans, 
larries, hammer mills, pumps, car plungers, reversing 
machines and screens. 

In cotton-oil plants, the motors used are mostly A.C. 
and of a low-horse-power rating. Some of the many 
motor applications in a plant of this type are on briquet- 
ting machine drives, conveyor drives, cooker drives, 
crusher drives, and drives for filters, presses and pumps. 
Motors supplied to this field must be insulated so as to 
withstand wide variations in temperature. In addition, 
they must be capable of operating in humid atmospheres. 
Also it is necessary for the motors to be so constructed 
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as to stand up under both alkali and acid fumes. 

From the above motor applications and others 
given in the table on page 8 the multitude of 
uses to which motors are put in various indus- 
tries becomes apparent. 

Granting that there is a huge available market 
for standard electric motors which can be han- 
dled by distributors, we must consider next how 
the distributor can best go about developing this 
business. 

Is a special department necessary? Our sur- 
vey shows that less than 1/3 of the distributors 
handling motors believe it essential to maintain 
a special department. In fact, one distributor 
states, “A special department is not needed. The 
average motor and starter requirements can be 
handled by our regular salesmen.” 

What about stock? An inventory sufficient to 
ship all types of motors from stock is obviously out of 
reach of the average distributor, for the investment re- 
quired would be far out of line, when the average mark- 
up of 15% to 25% is considered. However, all of the 
major motor manufacturers, who make a complete line, 
have numerous factory stocks spotted throughout the 
country. Until such time as an industrial distributor 
attains a volume sufficient to justify a large stock, the 
manufacturer’s stock will suffice. 

Of course, a small display of standard types of mo- 
tors should be of value to the distributor seeking to 
build up his motor sales. For this purpose, a fractional 
horse-power single-phase motor and a three-phase motor 
of 5, 7% or 10 horse-power should fill the bill. 

The varying margins of 15% to 25% allowed dis- 
tributors, of course, would not cover the operation costs 
of distributing electric motors if a complete stock were 
necessary. But the reduction in the investment over- 
head, because little or no stock is required, places it in 
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} Where 
! Industry 







Metal and 
Non-Metallic 
Mines 





















































Quarries 
Marine 


Construction 
Companies 


Power Plants 


Chemical 
Plants 


Clay and Brick 
Products 


Coke 


Glass 


| Lime and Cement 


Oil, Cottonseed 
and Linseed 


Paint and 
Varnish 


Paper and 
Wood Pulp 


Petroleum 
Refining 


Rubber Goods 


Soap 


Sugar 


Canning and 
Preserving 
Flour and Grist 
Mills 


Slaughtering and 
Meat Packing 


Metal Smelting 
and Refining 


Blast Furnaces, 
Steel Works and 
Rolling Mills 






Metal Working 
Industries 









Textile Industries 







Lumber Indus- 
tries 














to Look for Electric Motor Business 
A pplications 


Agitators; blowers, ventilating; car pullers; classifiers; compressors, 
air; converters; conveyors, belt: conveyors, apron; conveyors, bucket; 
conveyors, pan; cranes, locomotive and crawler; cranes, overhead plant; 
crushers; dumps, rotary; excavators, drag line; fans; feeders, ore; 
filters; flotation machines; hoists, shaft slope and skip; hoists, scraper 
loader, portable; loaders, mechanical; locomotives; mills, ball, tube, and 
rod; pumps; rolls, crushing; screens, mechanical; shovels 

Compressors ; conveyors; crushers; hoists; pumps; sorting screens 
Fans; hoists; pumps; steering machinery; winches; direct-drive motors; 
regular power plant equipment 


Cableways; compressors, air; conveyors; cranes; crushers; draglines; 
derricks; dredges; fans; hoists; loaders, portable; mixers, concrete; 
mucking machines; pumps; saws; shovels; welding machines; winches 


Blowers; compressors, air; conveyors; cranes; fans; feeders, pulverized 
coal; gates, flume; grinders, clinker; hoists, coal; pulverizers, coal; 
pumps; screens, traveling; stokers; valves, electrically controlled 


Agitators; autoclaves; compressors, ammonia; conveyors, belt; crushers; 


dryers, rotary; elevators, bucket; fans; furnaces, caustic; furnaces, ro- 
tary; mixers; pumps; sulphur burners 


Air conditioning machines; auger machines; blowers, kiln draft; con- 
veyors; crushers; cutting machines; disintegrators; dryers, traveling; 
edge runners; fans; granulators; hoists; kilns, tunnel; mills, pug; 
mixers, molding machines; pans, wet and dry; plungers; presses, wet or 
dry; pumps; repress; rolls; screens 


Boosters, gas; cars, coke; centrifugals, by-products; conveyors; crushers, 
coal; door operating mechanism; fans; larries; mills, hammer; pumps; 
plungers, car; reversing machines; screens, grizzly and rotary 


Bottle and bulb machines; compressors, air; conveyors; elevators, bucket; 
grinders; lehr drives; plate machines; polishers; tube and rod machines; 
window machines 


Agitators; conveyors; drag chain, belt bucket; coolers; crushers; damp- 
ers, automatic kiln; dryers; fans; feeders, apron and screw; kilns, 
rotary; mills, ball tube, fuller, hammer, raw and_ finish, washers; 
precipitators, dust; pulverizers; pumps, cement; sacking machines; 
screens; rolls, giant 
Briquetting machines; conveyors; cookers, agitated; crushers, seed; fil 
ters; presses; pumps 


chasers, paint; conveyors; crushers; 
filters; 


Agitators; 
ers; filling machines, cans; 
veyors 


dryers; fans and blow- 
grinders; mixers; pneumatic con- 


Agitators; barkers, continuous drum; barkers (5 ft.); beaters; calenders, 
sheet; chippers; coating machines; conveyors, wood; cutters, rotary; 
cutters, rag; deckers; digesters, rotary; elevators; grinders; grinders, 
magazine; jordans; knotters; layboys and cutters, rotary; platers; presses, 
wet; pumps; refiners, bulk; rewinders; screens, flat, centrifugal, tailing, 
bull; super calenders; thrashers and dusters; winders, coating machines; 
paper machines, variable-speed end; paper machines, constant-speed end, 
threading motor; paper machines, sectional drive 


Agitators; conveyors; mixers; presses; pumps; roasters 


Calenders; conveyors; dryers, fabric; grinders; mills; mill lines; mixers; 
sheeters; strainers, rubber; tubing machines; warming; washing 


Conveyors; crutchers; cutters; flakers; mixers; presses, forming; pumps; 
slabbing machines; wrapping machines 


Centrifugals; conveyors; elevators; granulators; melters, sugar; pumps, 
hattery supply, carbonization, cooling water, saccharate, deep well, con- 
necting water, vacuum; scrolls, mud; stackers, sugar bag; slicers 


Agitators; bottle washing machinery; conveyors; cookers, continuous 


Car pullers; conveyors; elevators 
Agitators; compressors, air; compressors, ammonia; 


cutters; dryers; fans; grinders; hoists; 
pumps; special machinery 


conveyors; crushers; 
kettles, rendering and refining; 


Agitators; blowers, ventilating and pressure; cars, transfer; classifiers; 
gompressors, air; concentrating tables; conveyors, belt, bucket, pan; con- 
verters; crushers; excavators; fans; feeders, ore; filters; flotation ma- 
chines; furnaces, roasting: hoists; derricks; cranes and gantries loco- 
motives; mills; oven, rotating; pumps, screens, shovels; sintering 
machines 


Air compressors; bar mills; blooming mills; blowers: bullet mills; con- 
J electric furnaces, tilting; electric furnace winches; plate mills; 
pumps; rail mills; rod mills; sheet mills; skip hoists 


veyors; 


Bending rolls; blowers; bolt cutting and threading mach.; bolt heading, 
upsetting and forging machines; boring and drilling machines; broaching 
machines; bulldotmers; compressors, air; conveyors; cranes; emery and 
carborundum wheels; fans; gear cutters; grinders; hammers, air; hoists; 
key seaters; lathes; milling machines; paint-spray outfits; pipe-threading 
and cutting machines; planers; polishers; presses, punch, wheel and 
bushing; pumps; saws; screw machinery; shapers; shears; slotters, 
crank; tractors; welding outfits 


Breakers; cards; combers; cutting machines; doublers; folders; frames, 
grooving. drawing, dry, spinning; hosiery machines; lappers, silver, 
ribbon; looms; openers; pickers; scouring machines; sewing machines; 
sewing spoolers; warpers; winders 


Bolters, lath; carriage set works; compressors, air; conveyors; dust 
collectors; edgers; fans; grinders, saw; hogs; hoists, donkey; locomo- 
tives; log hauls; log lifts; mills, lath; resaws; rolls; saws, gang, head, 
jump or swingup, rock, shingle main; sizers, timber; slashers; stackers; 
tables, sorting; transfer chains; trimmers; unstackers 








the profitable class. In addi- 
tion to the discount allowed 
by all manufacturers, there are 
some who offer an additional 
discount when a certain vol- 
ume is reached. One more 
factor should be considered 
when the cost of handling this 
item is computed. Salesmen, 
in selling electric motors, do 
not have to increase the num- 
ber of their calls to any great 
extent, nor is a great deal of 
additional sales effort required. 
Distributors’ salesmen, with a 
line of standard motors, need 
merely to contact their regular 
customers with one additional 
hook to obtain business. 

These facts are presented 
not to convey the idea that 
salesmen need no preparation 
or study to do a real selling 
job, but are given to point out 
that a creditable sales job is 
not impossible under existing 
conditions. Where technical 
information is required on an 
installation, most manufactur- 
ers will gladly supply it. 

In conjunction with the sale 
of motors, of course, starters, 
and the other fittings needed 
in an installation, can be sold. 
Thirteen of the distributors 
replying to our questionnaire, 
are handling starters at a 
profit rate about the same as 
that allowed on motors. Nat- 
urally, an industrial distribu- 
tor who is equipped to furnish 
the user with a complete in- 
stallation is in a better posi- 
tion to secure motor business 
than is the distributor who 
handles motors only. 

In summation, it is appar- 
ent that a wide market exists 
for electric motors both for 
replacement and new installa- 
tions. Distributors are con- 
tacting this market constantly 
and thus should be able to add 
to their volume, profit and 
service by carrying motors. 
Little or no initial investment 
is required, nor is a motor 
specialist needed to secure the 
average run of business. These 
reasons lead logically to the 
conclusion that industrial dis- 
tributors can handle electric 
motors profitably and when 
they do, they are adding to 
their services as suppliers. 
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eeping Credit Losses 
Under 1% 


“We get results with brief, friendly, individual 
collection letters’’ 


N one short hastily written 
letter, the credit department 
can destroy all the good will 

that has taken the sales depart- 
ment years to create. For that 
reason, men in credit positions 
should be selected with the great- 
est of care. 

Sales experience is a great aid 
to the credit man as it teaches 
him many things about tact in 
handling customers that are dif- 
ficult to learn in other ways, but 
even with these qualities he will 
fail, if he lacks one important 
requisite. He must be accurate. 
lf there is anything that brings 
hot red blood rising to the sur- 
face in a business man, it is a 
letter stating that he owes a cer- 
tain amount to a firm when he 
knows very well that the bill has 
heen paid. 

ven the best of 


occasional 


firms make 
to soften 
the unintentional blow as much 
as possible, we never state that 
aman owes this sum. Invariably 
we say that “according to our 
records so much is due.” 

Long letters are usually weak 
letters and the longer they are 
the less attention they get from 
the reader, 


errors and 


Therefore, our aim 
is to make our letters as brief and friendly as possible. 
One factor of our success in getting the present vol- 
ume of business we enjoy is the extending of credit to 
persons and firms that our competitors have listed as 
had accounts. At first glance, it would appear that this 
practice would lead us ultimately into the hands of the 
receivers, but on the contrary our credit losses amount 
to less than one per cent and we charge off, practically 
no accounts to bad credit except bankrupt customers. 
The explanation lies in courteous persistence that 
wears down resistance. When forced to do so we can 
even write a letter telling the customer that we are more 
interested in collecting the money they owe us than in 
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A. A. PARKER 


Vice-President, Waite Hardware Company 
Worcester, Massachusetts 





A. A. PARKER 


retaining their business—and still 
have it courteous. 

Form letters are used only for 
collecting small sums. Tor the 
larger accounts we make a per- 
sonal visit or telephone call, or 
send a letter written to suit the 
occasion, 

Many of these letters are only 
one sentence long. For example: 
“When you are writing checks 
please make one out to us for 
$25”; “What did vou forget last 
month ?”; “Two things we would 
like: More business and a check 
for $15.” 

Again a courteous yet merci- 
review of facts often 
shock a man into payment of 
some long overdue account. A 
letter such as the following has 
often proved effective: “A sketch 
of your account as we see it, 
July, August, September, Octo- 
ber and now November. 

“The amount involved is $22, 
that’s all.” 

To the man of a certain type, 
plain logic may be presented ina 
friendly may bring a 
response where the 
amount is small, as in the fol- 
lowing letter: 

“We are going to start this 
letter by saying frankly that we want your business, And 
then we are going to state briefly a few facts concern- 
ing credit. 


less will 


way and 


especially 


“Few people realize that credit is gaged far more by 
the time element than it is by amounts involved. In 
other words, you might owe us $200 for 30 days and 
we would not think of requesting payment, whereas, you 
might owe us $15 for 4 months and we would practically 
demand immediate settlement. when we 
make a somewhat emphatic request for payment at the 
present time, it is not because the amount is larger than 
we rate your capacity, but because the credit period over 
which it extends is too great. (Continued on page 84) 


Therefore, 
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Taking Advantage of 


have passed out of the picture. A 
in point is brought out here 


cured for selling to industrial plants came 
through attending a meeting of the men repre- 
senting the cotton oil industry in this section, held in 
the summer of 1930. Many valuable facts came out in 
a general way, but the high point for us developed when 
it was announced that a new national 
ruling had been made, which specified 
that every cotton oil mill must retain 
a 50-pound sample of cotton seed 
from each car, this sample to be sent 
to a chemist for certain tests. 

This new ruling, at first thought, 
did not seem particularly significant, 
but it soon occurred to me that since 
retaining samples for tests had not 
been required before, the mills would 
probably not have satisfactory contain- 
ers and thus would be in the market for 
some—not just any old make-shift 
affair, but a standard, efficient re- 
ceptacle which would be accepted 
readily by the trade without a lot of 
experimenting. 

In trying to decide upon the type 
of receptacle that would be most 
suitable, I rejected the idea of any- 
thing fancy, for I knew that the price 
would have to be reasonable, since 
large numbers would be needed. 
First, I checked the size required and 
then made sure that we had a de- 
pendable source of supply. Then we 
sent a letter to the cotton oil mills 
throughout the cotton states, stating 
that we could furnish a suitable corru- R. D. VAN DYKE, JR. 
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NEW SALES 
OPPORTUNITIES 


New sales outlets are constantly spring- 


ing up to take the place of those which 


Case 


President and General Manager, 
Industrial Supplies, Incorporated, Memphis, Tennessee 


() =: of the most valuable sales tips we ever se- By R. D. VAN DYKE, Jr. 


gated, galvanized iron container 
for the samples, of the right 
size, very durable, with a cover 
that would exclude dirt and 
moisture and handles which 
would make loading and ship- 
ping easy. 

As a matter of fact, what we 
had to sell the cotton mills were 
nothing more or less than gar- 
bage cans. This is what we sent 
them and they filled the bill per- 
fectly. Of course, if we had 
mentioned “garbage cans” in our 
letter, we would probably have 
sold them just the same, but not 
without much laughter and a 
great deal of umnecessary ex- 
planation on our part. As it was, 
the idea went over quickly and 
smoothly. The cans were en- 
tirely satisfactory and that, of 
course, was all the customers 
were interested in. 

Proof of the trade’s accept- 
ance is shown by the fact that 
the sales mounted steadily and 
and we were soon ordering in 
carload lots. And what is more 
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A national ruling which specified that every cotton 

oil mill must retain a 50-pound sample of cotton 

seed from each car for testing purposes opened the 
door to new business. 


remarkable, the containers actually lost their 
identity as garbage cans and became known as 
“cotton seed sample cans.” 

However, in the fall of 1930, after this busi- 
ness had reached its peak, we began to fear that 
it might be a “one-time” proposition, because, of 
course, there was a saturation point and other 
sources of supply were springing up. 

3ut we had an effective argument to use in 
meeting this matter of competition. We stressed 
the importance of re-stocking with the same 
make of cans, for the very good reason that 
these containers have to be weighed every time 
they are filled and if the trade bought several 
makes, it would soon be weighing one can at a 
time, while ours weigh so much to the dozen. In 
addition to this effective selling approach, we 
also sent out a follow-up in the form of cards 
and letters. 

During the past season, two other factors be- 
sides the weight feature operated in our favor 
to hold up the sales. In the first place, we found 
that the stock of cans which had been put in by 
users the year before was by no means complete, for 
many of them had been mislaid, stolen or battered. 
And in the second place, an unusual increase in the 
crop stepped up the demand for the cans. 

So, as a result of attending one meeting we obtained 
an idea which has led to the sale of large supplies of 





these “cotton seed sample cans” throughout the states 
which raise cotton from Florida to Texas. 

Of course, all of us distributors realize the necessity 
for studying the operations and requirements of our 
various industrial customers so that we will be able to 
furnish intelligent advice and prescribe the proper ma- 

terial for any purpose which may 
arise. Most of this analysis, of 








course, can be made by the sales- 





In these days of keen competition, 
the need for studying the operations and re- 
quirements of customers and prospects be- 
comes increasingly important. This company 
secures valuable sales information not only as 
a result of personal calls on individual users 
made by salesmen and executives, but also by 
watching closely trade magazines and trade 
literature and attending association meetings 


of plant men. 


men and executives during their 
regular calls on the plants. One 
factor, however, that is not so 
generally recognized is the im- 
portance of going even further 
in familiarizing ourselves with 
ins and outs of the factories we 
serve by studying the different 
classes of trade through the 
press, trade literature and by 
contacts outside of working 
hours with the men in the in- 
dustry, as we did when we at- 
tended this meeting of the cot- 
ton oil industry. 

Further, this instance brings 
out an important and encourag- 
ing fact about the business of 
selling today, namely, that new 
sales outlets, large and small, are 
constantly springing up to take 
the place of those which have 








passed out of the picture. 
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By J. A. CHANNON 


Associate Editor, 
MILL SUPPLIES 


N the January issue of 


Mitt Suppies there ap- 


A Measuring, Stick 


Applying the method for figuring or- 


month’s issue, to the sales rec. 





peared an article entitled 
“How Big Must an Order Be 
to Be Profitable?” It explained 
a method for figuring the cost 
of handling orders, based on a 
study made by the Department 
1f Commerce. 


The necessity for some such 
system applicable to the opera- 
tions of industrial distributors 
prompted the first article. This 
second article is written for the 
purpose of illustrating some of 
the things which can be accom- 


Delivered 


Messenger 


Totals 





Method of Delivery 


Truck, Parcel Post, Freight, 


Called for by Customer 


$300 $200 $100 $50 $25 $10 Less 
and to to to to to than Totals 

over $300 $200 $100 $50 $25 $10 
covns 1.3%|1.4%|3.7%|5.7%| 9.6% 18.6%| 55.7%! 96.0% 
17%| Oo 0 2%) 5% 6% 2.6%! 4.0% 
Kenan’ 1.4%) 1.4% /3.7%|5.9%| 10.1%! 19.2%) $8.3%|100.0% 


SALESMAN A 


MONTHLY SALES RECORD 
Broken Down By Size of Orders 


SIZE OF ORDERS 








plished by the use of this or a 
similar system. 

Rather than explain the ad- 
vantages of the method in the abstract, it has been ap- 


TABLE 1 


plied to the operations of two salesmen in the house 
which furnished the facts for the first article. All orders 
credited to each man for a period of one month were 
and tabulated as shown on_ tables 


cl sely scrutinized 


1 and 2. 
(ne of these men, whom we shall designate as Sales- 
inan A, called mostly on large accounts with the result 
that his sales accounted for 40% of the total done by 
his organization. 
The man, 


smaller accounts 


second Salesman B, called principally on 
within a short radius of the 
His volume amounted to but 
20% of the total done by his house. Without further 


study, one would say that Salesman A far more 


located 
distributor’s warehouse. 


Was 


CHART 3 
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valuable to his employers than was Salesman B, but the 
application of the above mentioned method tells a dif- 
ferent story. 

In this case study, no attempt has been made to apply 
the direct sales cost chargeable to each man against his 
volume or gross profit, but only to show how two radi- 
cally different methods of sales operation compare when 
scrutinized in the light of average order sizes and aver- 
age gross profit margins. 

Salesman A was credited with 1874 orders during 
the month in question. The table on page 12, shows 
how these orders were divided as to size. A division is 
made between the delivered orders and those for which 
the customer called, simply to point out the comparative 
percentages of each. With regard to Salesman A’s or- 
ders, it will be noticed that in the larger 
order classes, the percentages are very small, 
with the great bulk falling in the two brack- 
ets reserved for orders less than $25. 

By checking Salesman A’s record, it was 
found that he averaged only 16.15% gross 
profit on his business. Since his principal 
customers are larger buyers, and since many 
of his orders are larger than is usual, it is 
perhaps natural that his average mark-up 
should be comparatively low. However, in 
the course of the tabulation, many so-called 
accounts were found to be big in 
name only, and will stand close scrutiny to 
determine whether or not they are worth 
cultivating. 


“big” 


order 
without loss for Salesman A. Where the two 
lines OC and AD intersect at B, the cost of 
handling an order is equal to the profit on 
the order figuring the profit rate at 16.15%. 


Computing graphically the smallest 
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rXUM I 


individual salesmen 


for Sales Efficienc 


der-handling costs, discussed in last 
ords of 


month obviously would have 
resulted in a large loss for his 
company. His average order 
amounted to only $12.32. If 
all orders below $25 had been 
taken at a Salesman B 
would have been a_ decided 
detriment rather than an asset, 
as he turned out to be. 

The reason Salesman B made 
a profit on his business, despite 


loss, 





SALESMAN B 


MONTHLY SALES RECORD 
Broken Down By Size of Orders 


SIZE OF ORDERS 





$300 $200 $100 $50 $25 
Method of Delivery and to to to to 
over $300, $200\/$100, $50 
Ce O |.19%|1.0%|1.9%| 4.7% 
Truck, Parcel Post, Freight, 
Messenger .....cccccees 
Called for by Customer....| .1°> 0 1%|1.1%| 2.1% 
WOMEIR 086s Siasealecaineens 1.0%) .1%/1.1%|3.0% 6.8°; 


$10 


to 


$2 


10.9% 


the average size of his orders 
was because he obtained a sub- 
stantially larger margin of 
profit than did Salesman A. As 
a matter of fact, on 2392 or- 
518 more than A, he 
maintained a mark-up rate of 
24.96%. An interesting thing 
to note on table 2 is the high 
percentage of Salesman [’s or- 
ders which were picked up by 
the customer. 


ders, 
Less 
than 
5 $10 


28.6%; 


Totals 


47.2% 


The reason for 
this is because so many of his 


42.0°7,, 52.8% 


70.6%; 100.0%; 





customers are located close to 





If this 16.15% profit be applied to the “Cost of Han- 
dling” chart, number 3, shown on page 12, we find that 
Salesman A must obtain an order for slightly more than 
$25 if his firm is to break even, On the basis worked 
out for this distributor in the January issue of MILL 
Suppigs, the cost of handling an order is determined 
by charging each order with a fixed charge of $1.36 plus 
an $.11 variable charge for each dollar value of the 
order. 

A glance at table 1 would suggest that having to sell 
an order of $25 in order to break even is entirely out 
of line, if Salesman A hoped to make his month’s oper- 
ations profitable. However, upon observation, we find 
that his average order for the month ran $32.01. The 
shaded portion on the right of the intersection of chart 
number 3 on page 12 tells the story by 
indicating those orders on which Salesman 
\ made a profit. Not only did he account 
for 40% of the total volume of his com- 
pany, but his business yielded a fair profit 
as well, 

As mentioned before, Salesman B’s ef- 
forts resulted in a yield of only 20% of his 
company’s total volume, just half as much 
as that secured by Salesman A. A glance 
at the summary of his orders indicated in 
table 2 on page 13 shows even smaller per- 
centages among the larger order values and 
an even heavier amount, 88.9%, below $25. 

If Salesman B had operated on the same 
asis as did Salesman A, his efforts for the 


dollars 


a 


n 


oO 
= 
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Determining the smallest profitable order for 

Salesman B. Using his average gross profit 

of 24.96%, the intersection shows that he can 
accept orders for $9.75 at a profit. 
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the distributor’s place of busi- 
On the other hand, the 

huge percentage of orders un- 
$25 probably can also be attributed to this fact. 

To investigate B’s sales record for the possibility of 
profitable operation, let us plot the 24.96% profit line 
against the “Cost of Handling’? line discussed in con- 
nection with Chart 3. We find, in Chart 4, that B can 
take an order for approximately $9.75 without loss and 
that quite a comfortable margin exists between that fig- 
ure and the size of his average order, $12.32. Obviously 
then, B, too, was a profitable investment for his employ- 
ers during the month, although he arrived at his des- 
tination by quite a different method than did A. 

The system evolved for determining sales efficiency 
then, will exhibit the value of each salesman’s services 
if his average mark-up is known. But, further yet, it 
will the (Continued on page 86) 
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ness, 


der 


establish basis for 
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Distributor 
Takes to 


Stock Checked by Perpetual Inventory 
A perpetual inventory system, in each department, 


shows instantly whether the required items are in 
stock and indicates where they are located. 


Cradles for Sheet Metal 


Specially constructed cradles for the storage of 
sheet metal, facilitate handling by crane and ma- 
terially reduce manual labor. 











Cold-Rolled Steel in Bins 


Cold-rolled steel is stored in 
bins protected by doors. The 
heat from steam coils running 
along the floor removes damp- 
ness and prevents rusting. 


Pneumatic Tubes for 
Order Dispatching 


Mail and telephone orders, 
upon being received in the 
general office, are dispatched 
to the proper department by 
means of pneumatic tubes. 





Overhead Racks for Gutter Pipe 


Steel racks suspended from the ceiling 
furnish an ideal means of storing gutter 
pipe. Regularly placed ceiling inserts 
allow for an increase in the number of 
such racks when the occasion demands. 








Overhead Storage for Fencing 
Fence and reinforcing wire are stored on 


top of bins to keep them off the floor 
and to simplify handling with a crane. 
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18 Trucks Can Load at New Platform 
The new shipping platform accommodates 18 five-ton trucks 


simultaneously. Sliding doors permit the use of this dock as a 
garage for trucks loaded at night for early morning deliveries. 


Modernizing 






A modern building, especially constructed 
to fit its needs, together with up-to-date 
storing and handling methods, have en- 
abled The Congden and Carpenter Company, 
Providence, Rhode Island, to handle its 
business with 26h less help, save $6,000 
annually on repairs, simplify inventory 
control, speed up order-filling and elimi- 
nate most of the labor of stock handling 


Spiral Chute Speeds Han- 
dling of Material 
Orders filled in the industrial sup- 


ply department are shot to the 
shipping room on a spiral chute. 


she 











Wide Aisles Simplify Handling in Steel Warehouse 


Savings in space effected by the modern storing methods allows for 
wide handling-aisles in the steel warehouse. These aisles are floored 
with creosote dipped wooden blocks. 


Floor Plan Simplifies Order-Filling 


The new building has made it possible to lay out a floor plan 
which makes it easy to locate items stocked on the floor, such as 
blocks, bolts, nuts, rivets and nails. 
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WHO’S WHO 


SIDNEY F. WOODBURY 
President and Manager, Woodbury and Company 
Portland, Oregon 


HEN you want to get 
the low down on a busi- 
man, go to his 
banker. In these days when the 
word depression is no longer 
used in polite society, and you 
must say instead that the banker 
is enthusiastically conservative, 
the low down is apt to be pretty 
near the bottom. So, in learning 
something more of this man Sid- 
ney F. Woodbury, as a business 
man, we repaired to the banker, 
and in about 60. well-chosen 
words, he gave his impression: 

“Exactitude is his middle 
name. His financial reports to 
us are complete to the last detail, 
and absolutely accurate. Wood- 
bury runs his business with a 
definite plan of action worked 
out for every step. When he has 
worked out a given plan, he never puts it into opera- 
tion without getting outside opinion. Then he pursues 
it to the logical conclusion, and is not side-tracked. 
‘Honesty?’ He falls over backwards. His word is his 
bond.” 

So much for the good side of him. Now let’s see the 
other side—the deplorable. He does not play golf nor 
bridge. Let it be said in passing, however, that if he 
ever should change his mind and decide to take up 
either or both of these national pastimes, he would do 
so with a definite plan of action. If it were golf, he 
would allow himself so many weeks for rudiments; so 
much time would be allotted to instruction; practice 
would be methodical ; each move would be reasoned out, 
and in about six months anybody could look out for him. 

For one thing, you can generally bank on his getting 
to the top. No view is good enough for him except 
that from the peak, for he is a mountain climber. 
Shasta, Hood, Washington, Ranier, Adams, North Sis- 
ter—he has gazed into the distances from the top of 
all of them. If there is any time that Sid Woodbury for- 
gets his business, it is when he is passing near the foot 
of a big mountain. He has been known to take equip- 
ment—whatever it is that they climb mountains with— 
in his car on a sales trip and neither the customers nor 
the house know just where he is. They do not hold it 
against him, however, that he occasionally “looks down 
on them.” 

It has just been said that Woodbury always maps out 
a plan of action. That does not mean that he is one of 


ness 
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Specializing exclusively on 
industrial supplies, han- 
dling only nationally- °° 
known lines and but one in 
a specific classification, 
and concentrating sales 
efforts in a clearly defined 
territory are principles 
which Sidney F.Woodbury 
believes in thoroughly and 
which his company ad- 
heres to strictly 


those fellows who at an early age 
knew exactly what he was going 
to be and then hit a single trail 
with tenacity of purpose. If he 
had a life plan, it must have been 
learn as much as he could 
about a great many things and 
then settle down later to the big 
venture, after having secured a 
broad background. Let us see 
how that worked out. 

3orn on a farm near Mt. 
Horeb, Wisconsin, in 1883, his 
parents moved to Superior, Wis- 
consin, when he was 7 years old. 
His father was a farmer-schooil 
teacher, and in fact the Wood- 
bury family shows a direct line 
of school teachers back for many 
generations. Perhaps that is 
where he gets his logical meth- 
ods of thinking. 

As a boy in Superior, he grew up in the environment 
of the great ore and coal docks and the Iron Range. 
He finished High School, took night courses in short- 
hand and typewriting, a short law course, the Alexander 
Hamilton business course, and also had a few months 
at a normal school. When it came to getting an educa- 
tion, he apparently played no favorites as to Alma 
Maters. 

As he had begun to sell newspapers when he first got 
to Superior, and had earned most of his school money 
that way, later he naturally worked into a job in a news- 
paper office, doing general office work. This did not last 
long, for in 1900, at the age of 16, he went to railroad- 
ing. He started with the old Eastern Minnesota, now a 
part of the Great Northern system, under C. O. Jenks, 
then chief clerk, now vice-president of the Great 
Northern. This was a veritable training school for him. 
He was there about six years during which time he rose 
to the position of chief clerk himself, then was trans- 
ferred to St. Paul, to the offices of the Great Northern, 
where he was located until 1910, when he went to the 
Pacific Northwest. 


H* became a salesman for an importing house, now 
out of business, and traveled the ‘whole Pacific 
Coast, from southern California to the Canadian line. 
Later, he was made manager of the Tacoma and Bell- 
ingham, Washington, offices of the National Hospital 
Association, a health insurance company. 

During 1910 and 1911, he (Continued on page 56) 
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‘Em industrial distribu- 
tion industry is better off for men who 
think, plan their work and carry it out 
along definite lines. Such a man is Sidney 
F. Woodbury. Exactitude, they say, is his 
middle name. But for all that, he is no 
cold-blooded business robot. Far from it. 
He’s a very human sort of a fellow, easy 
to get acquainted with and good to know 
after you’re acquainted. 
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We Sell Him 
SOMETHING 


By C. S. REEVES 


President, Dodge-Newark Supply Company, 
Newark, N. J. 


This ability of our men to give prac 
tical advice is, we have found, one of 
the very best ways to gain an oppor 
tunity to “sell something more.” Nat 
urally when a plant engineer finds that 
our salesmen can help him in his prob 
lems, he is going to be glad to buy more 
from him. Our men frequently go so 
far as to make a rough drawing so that 
the customer can actually see just how 
the arrangement will work out. 

further, industrial plants that may be 
in need of special equipment for use in 
machines that manufacture 
their particular product, or 





SUBSTITUTION OF V-BELT 
SAVES SPACE 
Previously, a 28-inch belt was 
used with a 250-foot line shaft 
to transmit power from a 250 
horsepower motor. This was a 
very awkward arrangement as 
a long belt center that stretched 
clear across the aisle, taking up 
much valuable space, was being 
used. We replaced this belt 
with a V-belt drive, operating 
on 60-inch centers, and it is 
proving far more efficient. 


KLILLING something more, 

we have found, is paradox- 

ically, best done by having 
less to sell 
izing. 


that 1s, by special- 


Our firm is a specialty house 
concentrating on transmission 
products. 


that we may 


his is done in order 
maintain a more 
complete stock of the items we 
handle and have more complete 
information on how to apply those products for the 
best results. 

Members of our firm are sales engineers, who have 
spent from 9 to 35 years in specializing on problems of 
transmission and therefore ave able to offer customers 
practical advice impossible to obtain from men who have 
not concentrated their activities along similar lines. 
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EVERY OPPORTUNITY TO DEMON- 

STRATE HELPS SALES ; = 
We take advantage of every opportunity to we are in a position to 
demonstrate the advantages of lines we han- 
dle. In this instance, the customer’s atten- 
tion is called to rocker joint silent chain. 


== are considering rehabilita- 
tion of their plant, often 
call on us for suggestions. 
In some cases, individual 
drives are best. These can 
be made on short centers 
by using either roller chain, 
silent chain, or V-belts. 
Then again it might be 
more advantageous to drive 
direct. through speed re 
ducers; or what is known 
as group drives might be 
installed. Of course, it 1s 
up to us to determine which 
is the best method, and at 
the same time the most eco 
nomical to use. 

Since we handle and dis 
tribute the requisite materi 
als for all types of drives, 


make unbiased recommen 
dations resulting in material 
savings to customers in 
both initial and maintenance 

costs. 
The selling of special equipment to plants manufac 
turing machinery for resale is perhaps the hardest kind 
of business to get, but it is the easiest to hold and. to 


apply the principles of “selling something more.” On 
one account of this kind it was necessary to work for 
some months before our equipment was specified. But 


at 


having secured the business, there was little to do except 


MILL SUPPLIES 














XUM 














XUM 





MORE 


render the best) possible service and 
make sure we were in line for equip 
ment on ans 
might 


market. 


machines. the 


consider 


new com 


pan placing on the 


In selling this account, we first 
showed that our clutehes, anti-friction 
bearings, roller chains, V-belt drives or 


any other items entering into the make- 


up of a complete machine, would be 

mnost. satisfactory to this firm’s own 

customers and were best suited for its 

particular applications. this type. 
+ . : . ’ methods. 
The products, we explained, were 


made of the best materials by nationally 
known manufacturers with long experi- 
ence in this line. We pointed out, 
further, that these items had been stand 
ardized on by other concerns manufacturing similar 
Particular emphasis was put on the advantage 
of buying equipment from firms of this type. One point 
on which the customer placed considerable importance 


was the fact that wherever his machines might go, they 


articles, 


would always be within reach of service by the manufac 
turers of the equipment we sell, 
mate 


This gives the ulti 
user greater confidence in the machines sold by 
our customers and so helps their own sales. 

lo sella prospect who knows nothing about vour firm 
or vour ability to service him, is the hardest job, and is 


Idom accomplished on one or two calls. 


But in one 
saance, Which came up not long ago, we did sell such a 





GEAR REDUCER INTRODUCED AS REGULAR EQUIPMENT 
We sold the clutch and herringbone gear reducer as a regular part 
of the equipment on this cold metal roll forming machine. 








FRICTION CLUTCH REPEAT BUSINESS ESTABLISHED 
A profitable repeat business was established by selling the manufac- 
turer of this heavy-brake press on the use of a friction clutch with 
the flywheel mounted on a roller bearing. 
another make was used, but now ours is installed on every machine 
turned out by this manufacturer. 











Previously equipment of | 


There is no magic about sales of 
They are not made through fine oratory or high-pressure 
Our results are obtained through simple, sincere presea- 


tation of facts, backed by years of specialized study of power trans- 


mission supplies and equipment. 


prospect and furthermore established him as a perma 
nent customer, A) salesman of ours called on one of 
the largest nationally known manufacturers of a par 
ticular line and, after a certain amount of persuasion, 
The 
salesman was trying to sell him our roller bearings, but 
the superintendent 


was granted an interview by the superintendent. 
was “not interested,” making the 
point that he had “no place where he could use them.” 

\ model was him and our salesman said, 
“Every plant in the United States the size of yours has 
You 
may not know it now, but keep my card and some day 
vou will recall this interview, scratch your head and say 


shi wh 


a place this bearing can be used to advantage. 


‘Who was that chap in here some time ago 


with that roller bearing.’ Kvery plant 
with machinery and power with which to 


run it must have transmission supplies and 
opportunities for their sale are waiting for 
the man who can show their need and create 
confidence in his recommendations. 

Not long after the above occurrence, our 
salesman was called on the telephone, ‘The 
superintendent was at the other end of the 
wire. “fo am seratching my head,” he said. 
“Can you come over?” “The salesman went 
over, consummated the sale, and this con 
cern has been a regular customer ever since. 

Having something out of the ordinary to 
offer in pulleys, shafting and hangers, fre- 
quently gains an interview and establishes a 
future market, 

\ typical interview of 
about as The calls on 
the purchasing agent and hands him hits 
card, 


kind 
salesman 


this runs 


follows : 


He looks at it and says, “Sorry, but 


— we're not in the market.” (Turn to page 20) 
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How We Sell Him Something More 



















COMPLETE STOCK INSURES 
AGAINST LOSING SALES 
This section of our pulley department 
shows a complete stock. By limiting our 
line to transmission products we are able 
to carry a wider range of each item. 
Having the particular item on hand 
when it is wanted, is really half the sell- 

ing job. 














“cA ver 


man. “But do vou know what [| have to offer 2” 


enviable position to occupy,” says the sales- 


While 
the salesman is talking he takes from his case a sample 


roller bearing and spins it around. There is something 


t 


about a moving object that compels attention 


he purchasing agent is interested. Tle takes it) in 


his hands; spins it around two or three times; 
picks up the telephone and. says, 


Smith, get me John.” 


puts it 
Miss 


John is the maintenance man or 


on his desk: 


1114 chanie. 


John comes up, 


‘John, can vou come up for a few minutes.” 
inspects the bearing, and is immedi 


“Why, Mr. Jones, 


ike this for a long time. 


ately interested. | have been looking 
for something | | have several 


place s where It considerable 


savings.” Results—an initial sale and more to follow. 


would fit in, and etfect 


\s conditions are today and have been for some time, 


ly difficult to create an interest in just the 
plain corn-beet and cabbage variety of items, but if a 


GETTING BUSINESS ON PRODUCTION 
EQUIPMENT 
When problems come up in regard to equipment for spe- 
cial machinery, the factory engineer and our own sales 
engineer talk the matter over and then submit sketches of 
the proposed layout and equipment to be used. This pic- 
ture shows such a machine being built and equipped with 
our clutch and speed reducer. 


WINDOW DISPLAYS MEAN MORE 
BUSINESS 
Window displays showing the variety of 
transmission lines we handle, suggest new 
opportunities for use. These displays 
not only increase sales to old customers 
coming into our place of business, but 
bring inquiries from passers-by who did 
not know we handled the goods shown. 

















salesman can demonstrate that the article he has to offer 
will really result in increased production or lowered 
costs and pay for itself in a reasonable length of time, 
he will probably win a customer and make a friend, 


There are innumerable ways of breaking down the 
barriers of resistance in the selling game, and it is uy 
to the salesmen to treat 


each individual case as his 


experience dictates. But by selling only quality articles, 


After 


one sale is created, the rest will come comparatively cas) 


as we do, he does not have to create each sale. 
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“Osborn Brush Service 


is exactly as represented” 


Or" seven words in that 
statement. It’s the shortest 
short story ever written in 
confirmation of the Osborn 


Plan of Co-operation with 
Industrial Distributors. 


In the beginning, Erskine- 
Healy, Inc. believed in the 
PRINCIPLES underlying 
the Osborn Plan. But PRIN- 
CIPLES must be put to the 
test of ACTION to prove 
their mettle. 


It doesn’t take a progressive 
distributor long to determine 
whether or not a manufacturer 
intends to back up a co-oper- 
ative plan by specific action. 


The Osborn Plan has been in 
\CTION with every distribu- 
tor who has taken advantage 
of the opportunities it provides. 


Says Mr. Erskine, “The Osborn 
Plan is, in my opinion, the 
most complete method of 
merchandising brushes ever 
offered by any manufacturer. 


D. ERSKINE, 
Erskine-Healy, Inc. 
Rochester, N. Y. 


“Osborn salesmen are very 
well trained and give us every 
co-operation on the smallest 
or the largest order. 


‘We sell our customers on the 
idea that we can furnish them 
Osborn Brushes of practically 
any type from the smallest 
scrub to special brushes of the 


most exacting specifications. 


“We are exerting every pos- 
sible effort to give our Cus- 








KNOW THE LINE OF 
OSBORN BRUSHES 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 
Floor Brushes 

Push Brooms—Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 

Rotary Brushes 

Flue and Heater Brushes 
Special Purpose Brushes 


THE OSBORN Manuracturine Company 
5401 Hamilton Ave. - Cleveland, Ohio 


Sales Branches 
New York, Detroit, Chicago, San Francisco, 
Los Angeles 











D. Erskine 


tomers the best brush service 
obtainable as we have complete 
assurance that Osborn co-oper- 


ation will back us to the limit. ’’ 


“JUST AROUND 
THE CORNER?” 


Every so often someone won- 
ders ‘‘Just who is a ‘Brush 
Conscious’ Salesman of an 
Osborn Distributor?”’ 


[ast year furnished the answer 
to that question. While fore- 
casters Where broadcasting 
that ‘Better Business was 
‘Just around the corner,’” the 
‘Brush Conscious’’ Salesman 
was around the corner get- 


ting the business. 


Sales- 
man of an Osborn Distributor 


A ‘*Brush Conscious”’ 


does not wait for business to 
come around the corner a/ter 
him. He goes around the 


corner after 7. 
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Reference Guide to 


FOREWORD 


The purpose of the information on 
these pages is to contribute to a 
better understanding between sales- 
man and customer on the subject 


of brush materials. 


A“‘brush conscious’’ salesman of an 
Osborn Distributor appreciates the 
value of knowing brush materials 
as a means of giving his customers 
helpful advice in their selection 


of brushes. 


ore ° ° . ee 

The data in this issue of Brush 

News’’ is the second release in the 

new series of informative articles 
. ‘ 

planned to further assist the ““brush 

. ” . . 
conscious. salesman in his actual 


sales work. 


BRISTLE 


‘The characteristics of bristle . 

which make it so valuable for 
brushes especially paint and 
varnish brushes . . . cannot be dup- 


licated by any other material. 


Nature's identification mark for 
bristle is the ““FILAG” or split end. 
It is the *’ Flag’ or split end of 
bristle that holds the paint or varnish 
in the brush until it is applied to 
the surface. Then, by brushing 
back and forth, the ““Flag”’ or split 
end of the bristle helps to distribute 
the vehicle uniformly over the sur- 
face with a minimum of effort on 


the part of the painter. 


All Bristle comes from the hog's 
back. ‘The best bristle in the world 
comes from the coldest regions of 


China and Russia. 





Chinese Bristle 


There are various degrees of soft- 
ness or stiffness in Chinese Bristle. 
In the brush industry, Chinese 
Bristle is named after the provin- 


ces supplying each kind. 


Tientsin Bristle 


Nig ; Soft grades 
Isingtau Bristle — 


Manchurian | A soft grade but stiffer 


Seteal pand heavier than 
> 2 . . a 
ristle | Dienstin and Tsingtau. 


Medium Stiff 

grades (Stiffer 

than those listed 

above but not as 

stiff as the follow- 
ing ) 


Hankow Bristle 
Shanghai Bristle 


Yunan Bristle | Stiffest grades of 
Chunking Bristle | Chinese Bristle. 


Russian Bristle 


Russian Bristle is the most substan- 
tial and contains the most animal 
oil. The chief advantage of Russian 
Bristle is its greater wearing quality. 
However, it takes longer to “‘break- 
in’? Russian Bristle before it will 
apply the paint or varnish smoothly. 
Its longer wearing quality makes 
Russian Bristle desirable for the 


rougher industrial jobs. 


Most painters prefer brushes made 
of Chinese Bristle as it is more 
pliable and will ““break-in”’ quicker 


than Russian Bristle. 
Russian Bristle is graded as follows: 


Soft Russian Bristle 
Half-Stiff Russian Bristle 
Stiff Russian Bristle 








Miscellaneous Bristle 


French, German and Indian Bristle 
are used in the brush industry, each 
having their particular field of use- 
fulness. However, for paint and 
varnish brushes, Chinese and Rus- 


sian Bristle are superior to all others. 





WIRE 


All wire used in various types of 
Osborn Brushes is especially drawn 
at the mills. A great number of 
different gauges of wire is neces- 
sary to meet a wide range of par- 
ticular requirements for Osborn 
Brushes. Osborn Catalog No. 176 
contains valuable information about 
wire brushes that cannot be repeated 


here because of space limitations. 


FIBRE 


Various fibres are used in Osborn 





Brushes. The best way to under- 
stand these fibres is to think of 
them as differing in TEXTURES. 
Fibre textures range from the 
coarsest to the finest. 

The following fibres are listed in 
order of their comparative textures 
from the coarsest to the finest but 
the comparative quality has no re- 
lation to the order of listing of 
these fibres: 


Extra Coarse Texture 
RATTAN is the coarsest and 


stiffest of all fibres used in Osborn 


(Continurd at top of next pace 
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Continued from foot of previous page) 


Brushes. Rattan comes from a 
species of tropical palm of the 


Philippine Islands. 


BAMBOO is second after Rattan 
in being very coarse and stiff but 
Bamboo is more flexible. Bamboo 


comes from great groves in China. 


Coarse Texture 


BASS is a medium coarse fibre 
secured from a species of the 
Piassaba palm that Hourishes in 


Africa and Brazil. 


BASSINE .... another fibre of 
coarse texture Is not quite as. stiff 
or coarse as Bass. The two fibres, 
while similar in name, come from 
entirely different sources. Bassine 
is the name given to the highest 
quality fibre obtained from the 
Palmyra Palm, growing in India 


and Cey lon. 


Medium Texture 
PALMYRA, while not as coarse 


or stiff as any of the four fibres 
above mentioned, is the coarsest 
and stiffest of the fibres of compar- 
atively medium texture. Palmyra 
fibre like Bassine is secured from 


the Palmyra Palm but the two 


hbres are unlike in TEXTURE. 


PALM ETTO is not as Coarse or 
stiff as the hbres previously mention- 
ed. However, Palmetto is very tough 
and flexible. Palmetto fibre used in 
Osborn Brushes comes from a 


dwarf palm, growing in Florida. 





Fine Texture 
TAM PICO Fibre has the finest 


texture of all the fibres used in Os- 
born Brushes. In its natural state, 
Tampico is white and is so used 
in certain types of Osborn Brushes. 
However, where job conditions do 
not make it advisable to use White 


Tampico, it is dyed Black or Red. 


In some brushes, a combination of 
White and Black, Red and Black, 
or other mixtures are known as 


Gray Tampico. 


HAIR 


The “‘brush conscious” salesman 
can classify all brushes made of 
hair into two major groups. Brushes 
made of HORSE HAIR and 
those made of SOFT HAIR. 
Horse Hair is used in different 
kinds of Osborn Brushes while 
Soft Hair is used chiefly in paint or 


varnish brushes for finishing work. 


Horse Hair 


There are various textures and col- 
ors of hair used in brush making. 
Each grade of horse hair has its 
particular field of usefulness. In 
selecting a particular grade of horse 
hair for specific job requirements, 
careful consideration Is given to the 


texture of the hair and its ability to 


satisfactorily meet the job conditions. 








Soft Hair 
Soft Hair used in Osborn Brushes 
comes mostly from various kinds 
of fur-bearing animals. Here again, 
differences in TESTO R EK deter- 
mine the field of application of 
each kind of soft hair used in 


brush making. 


KOLINSKY HAIR, known as 
Russian Sable Hair, has almost the 
sharpness of a pen combined with 


flexibility and streneth. 


FITCH HAIR (Genuine Russian 
Fitch Hair) is used for the same 
purposes as Russian Sable but does 
not have the extreme sharpness, 


flexibility and strength. 


BADGER HAIR is used in 
Flowing Varnish Brushes for fine 
finishing work. For blending work, 


pure Badeer Hair brushes are best. 


SQUIRREL HAIR, 


Hair, is the softest of any hair, 


“Camel 


yet it has the ability to apply light 
vehicles, such as flat and varnish 


colors without leaving brush marks. 


SKUNK HAIR (so-called itch 
Hair) has the softness of “Camel 


Hair’? when used pure. 


CIVET HAIR has the same soft 
ness of texture as “Camel Hair’ 
but has more body and elasticity 


and will carry heavier vehicles. 


OX HAIR is used for the same 
purposes as Badger, Civet, “Camel 
Hair’ and Skunk Hair. It has 
greater strength and stiffness than 


the latter two. 





OSBORN 
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A Knowledge of Brush Materials 
Helps Build Bigger Brush Business 





THE BUYER THE SALESMAN 
benefits by assurance benefits by winning con- 
of correct selection of "fm fidence and good will 

brushes. : y of his customers. 


THE BUYER’S COMPANY THE SALESMAN’S COMPANY 
benefits by getting benefits by a steady 
most value per dollar increase in volume 
of brush purchases. from satisfied customers. 


Te “BRUSH CONSCIOUS” Salesman of an Osborn Distributor 
is an important economic factor. He protects the buyer, the buyer’s 
company, his own company and himself. A knowledge of brush ma- 
terials helps assure that every party to a brush transaction will benefit. 
In the final analysis, successful business relations are those that provide 
mutual benefits to buyers and sellers. he new series of informative 
articles in ““Brush News” is one of many Osborn contributions to a 


successful relationship between consumer, distributor and manufacturer. 





Wire Wheel Brushes 
Wire Scratch Brushes 
Floor Brushes 


Paint and Varnish Brushes 
Push Brooms 

Upright Bass Brooms 
Rotary Brushes 

Special Purpose Brushes 


Counter Brushes 
Window Brushes 
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Truck Driver Tony 


TURNS SALESMAN 


eood. tle’s that) funny 
looking guy with a 
Charhe Chaplin mus 
tache and a badly-bent 
derby who was around 
about a vear ago taking 
pictures, isn't he? 
Take My job, Lon in- 
stance, As ff told you 
before, I've been push 
ing these gas-eaters 
around for 12 years for 
three supply houses, 
Now, [I’ve known a lot 
of drivers in that. tine 
and it seems to me that 
1 could give them some 


tips about how to run 








their jobs. It some sales 
man who has only been 
packing a brief case and 
boosting an expense ac 
count for three years can 
vet awav with telling 


He was cussing around about the kind of hoists they ew te soll « sate 


gave him to unload trucks with. ik lieesiilsiaiaia:. Bale 
ought to be able to get by giving the low-down on how 
io drive a truck though married. 
Dear Al: You know, Al, vou couldn't tell all about my job in 
; NE of these wise-cracking salesmen was read less than a book, but ve got one idea in my head that 
() ing Mitr Suppries in the shipping room. the J think should be let out before | vet a headache. 
other morning and left it) there. Having Have vou ever heard of a truck driver making a sale, 
nothing to do but wait for another order to be piled on \l? Well, I do it every day and Mil tell vou how 
already groaning chariot, [ picked the darned One day, after | had backed the old benzine buggy 
ng up , into a big receiving dock, | got to batting the breeze 
ight away I came to an article by some guy called around with the receiving clerk of this factory. Tle was 
cky Luke” who is supposed to be a lucky salesman cussing around about the kind of hoists they gave him 
omething. Personally, I've never seen any other for unloading trucks and right away | began to think 
in my life and I’ve been pushing three tonners that we sell hoists and maybe ours are better than the 
und for supply houses for the last 12 years. | sup ones he has 
- mavbe there are some of these guys who can really So when [| got in that might | ducked up to the sales 
something, but it seems to me the biggest part of | Manager and asked him) for a catalog on our. hoists 
ob is picking up a thousand feet of half-inch pipe Ile gave me one, with a sour look on his face, and | 
should have been 34 or 3 reels of one-inch wire took it home with me. My wife thought 1 was a little 
that should have been 5 coils of manila. They crazy to be reading stuff like that instead of gomg to the 
d their spare time groaning about rotten deliveries movies as we usually do. We have a swell theatre just 
en they ought to be practicing penmanship. around the corner from: my house, \l 
But, Al, after reading that story about Lucky Luke, Well the next day I made a delivery to the same plant 
ccurred to me that vou ought to write some stories and right away | began to talk to this receiving clerk 
some of the other euys who work for these hard [ told him a lot of the stuff [ had read, bearing down 
d supply birds. And, Al, if you can’t write your- hard on the dope on dust-proof bearings, which was 
have that guy Cutie Smith do it. He’s pretty right down my alley. Well, do (Continued on page 893) 
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ALBERT E. PAXTON 


Sales Clinics 
\ CTUAL demonstration is probably the 


most powerful of sales weapons. Yet 

in much of their selling, distributors’ 
salesmen are unable to use it, simply because 
it isn’t ordinarily practical to haul tools and 
machinery to a prospect's plant and set them 
in operation. Particularly is this true with 
heavy, bulky items. 

One way of getting around this difficulty 
is by holding sales clinics. Most manufac- 
turers are glad to cooperate with the dis 
tributor in the demonstration of their prod- 
ucts at such affairs. Often, they will send 
factory experts to help out. 

Sales clinics, properly conducted, benefit 
the distributor in many ways. First, they 
provide a means for him to get users into 
his place of business. While there, the dis- 
tributor can make practical demonstrations of 
products and at the same time impress upon 
users the adequacy of his facilities, complete- 
ness of stock and other reasons for making 
them want to do business with his house. 
Further, at such times, distributor execu- 
tives are afforded an opportunity to make 
the acquaintance of customers and prospects. 

Next, meetings of this kind are educa- 
tional. Salesmen are enabled to acquire con- 
siderable information from factory men by 
watching them in action. Tips on how to 
meet sales objections and how to stimulate 
a prospect's interest are often picked up. 

course, one of the most pleasing results 
to be looked for is an increase in immediate 
business. In addition, definite sales leads for 
the future are obtained. 

Another worthwhile result comes in the 
form of increased interest and cooperation on 
the part of manufacturers. Every manufac- 
turer is anxious to do business with pro 
gressive distributors who are active in pro 


moting sales. Working up a sales clinic and 
making it successful is surely direct evidence 
of an earnest desire to stimulate business. 

Many distributors recognize the value of 
holding a sales clinic. For example a very 
successful one has just been conducted by 
the Shadbolt and Boyd Company, Milwau- 
kee. Other distributors, too, will find it to 
their advantage to give serious thought to 
the idea. The fact that it has proved profit- 
able in many instances is evidence enough 
of its soundness. 


“When Will Advertising Start?” 


NE question frequently asked of the 
central office of the Joint Merchan- 


dising Committee is: “When are we 
going to see an advertising campaign started 
in the interest of the distributor?” 

The answer, as R. M. Gattshall puts it, 
is: “Advertising has already started.” He's 
right, of course, for although at the moment 
the committee is not in a position to conduct 
a national advertising campaign, it has suc- 
ceeded in getting individual subscribers to 
broadcast facts in regard to the economic 
importance of the distributor. 

For example, 268 subscribers have in their 
possession more than 300 charts entitled, 
“The Shortest Route for Industrial Supplies 
to the User Is through the Industrial Supply 
Distributor.” The chart sets forth many facts 
as to why the distributor serves both user 
and manufacturer most economically and efh- 
ciently. This chart is in the hands of 171 
distributors, many of whom are using the 
facts in their everyday sales work. 

In addition, there are some 15 distributors 
who are making use of other committee 
charts on their letterheads, invoices and pro 
motional matter. Others are contemplating 
similar action. This, obviously, is a form of 
advertising. 

In addition, it is reported that there are 
three manufacturers who are planning to re- 
lease campaigns in the distributor's interest. 

Of course, there are other advertising ac- 
tivities which would be productive of good 
results, and which will certainly be entered 
into as soon as conditions warrant it. 
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But, under existing circumstances, the 
central office of the Committee is doing all 
that can be expected of it. That worthwhile 
results are being obtained is evidenced in the 
fact that many manufacturers are adopting 
sales policies recognizing the distributor, and 
many users, heretofore direct buyers, are be- 
coming convinced of the advisability of pa- 
tronizing the distributor. 


YK 


Planned Selling 


ECURING business nowadays takes a 

lot of hard-hitting salesmanship. In- 

stances of buyers buying are few and 
far between. Yet, intelligent sales effort, 
properly directed will bring results despite 
unsettled business conditions. 

Routine calls on “smokestacks,” are not 
apt to produce good results, it is true; but 
that holds good even in normal times. 

On the other hand, carefully planned sales 
effort on profitable items in known markets 
is more than likely to bring its just reward. 
The kind of sales job we have reference to 
is not a one-man proposition. Each of three 
factors—the manufacturer, distributor and 
salesman—must do his part. 

The manufacturer must not only have all 
the facts concerning the application of his 
products in specific industries, but he must 
make them available to the distributor. 

The distributor’s responsibility, of course, 
is to tabulate accurate data on the plants in 
his territory. 

The salesman, then, must have access to 
the above information, developed by the 
manufacturer and distributor so that he can 
direct his efforts properly. With such data, 
the salesman can readily determine where 
and what to sell to secure the best results. 

Such sales cooperation as is outlined here, 
and which is a part of Mitt Supp.ies’ 
Market Determination Plan, has long been 
needed. Yet, as is so often the case, it has 
taken a depression to make that need pro- 
nounced enough to warrant action. 

Many distributors are now applying the 
principles of market determination, with 
good results. Others will take up the idea, 
too, as time goes on. Those who do will 
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place themselves in an enviable position from 
a competitive standpoint. Leading manufac- 
turers are sure to seek them for sales outlets. 
By the same token, users will go out of their 
way to do business with them. 


Sportmanship in Business 


HERE is a story told about the late 

William Wrigley, Jr., which indicates 

clearly his thorough belief in fair play 
and the extent to which he would go to 
impress upon others the desirability of oper- 
ating on an equitable basis. 

Mr. Wrigley, on one of his visits in the 
South had occasion to rent a saddle horse. 
A sign hanging in the office of the riding 
academy stated the price to be 50 cents an 
hour. When Mr. Wrigley had completed 
his ride, he was charged $1.00 per hour. He, 
of course, paid the bill, but asked the owner 
of the academy how he happened to charge 
$1.00 an hour when the sign in his office 
quoted a price of 50 cents. 

The owner informed Mr. Wrigley that he 
knew who he was and had charged him a 
higher rate because he could afford to pay it. 

A short time later a competitive academy 
nearby posted a rate of 25 cents an hour for 
horses and it wasn’t long before it had forced 
the other fellow out of business. Soon after 
the latter had closed up, he received a call 
to drop in at the competitive riding academy. 
There he was confronted by Mr. Wrigley 
who informed him that he had purchased 
the business and cut his price to teach him 
a lesson. After a lecture on fairness in busi- 
ness dealings, Mr. Wrigley turned the riding 
academy over to his surprised visitor. 

William Wrigley was a sportsman through 
and through. He believed in operating busi- 
ness on an equitable basis, setting a fair price 
on what he had to sell, and then sticking to 
it. Of course, Mr. Wrigley was a master 
merchandiser, a salesman among salesmen, 
but you can bet his square-shooting attitude 
had considerable to do with his success. 

We need more of the Wrigley type of 
thinking in business today. If we had it, 
there would be less price-cutting and less of 
the “Rob Peter to Pay Paul” attitude so 
prevalent at present. 
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By 
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BRENDEL 


Advertising Manager, 
Neilan Company, 
(Division of Mason 
Regulator Company) 
Los Angeles 
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, NHE dramatic or mechanical approach seems al- 
most as though it had been devised for use by 
industrial supply houses. This type of opener 

or approach is particularly adapted for two classes of 
calls: 1. Initial calls on new prospects, and 2. Frequent 
routine calls on the same men who might otherwise 
become bored with the frequency of the salesman’s 
visits. To what better advantage could the mechanical 
approach possibly be put than that of exploiting the 
sale of mechanical products? 

Our experience during the past two years has con- 
vinced us of the value of this type of approach. 
sales experts right ful- 
ly claim that the foun- 
dation of the majority 
of all sales or 
failures are made 
during the first two 
minutes of the inter- 
view. Quite naturally I. 
then we are vitally 
interested in any 
means which permits 
a salesman to navi- 
gate safely through 
these perilous 
minutes. 

lor those who are 
not familiar with this 
phraseology, a dra- 
matic or mechanical 
approach is one in 
which some sales 
point is dramatized 
for the prospect by 
the salesmen. A num- 
ber of this country’s 


Many 


sales 


2. 


on initial calls. 


ob. 


the products it sells. 
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Where to Use the Me- 
chanical Approach 


On routine calls, upon engineers who 
are already familiar with the product, 
which might grow monotonous unless 
livened up in some dramatic way. 


For quickly gaining the attention 
and interest of highly technical engineers 


For calls on purchasing agents of 
large companies who possess only slight 
technical understanding and yet must be 
sold on and remember your company and 


“Since it has been scientifically determined that 87% of 
man’s knowledge enters his mind through his sight, we 
are overlooking a real opportunity when we depend upon 
hearing alone to convey our vital sales story. A well- 
planned mechanical approach places some object in the 
prospect’s hands. If this focuses his sight and touch, then 
it follows that his curiosity and interest will cause him to 
listen to the spoken sales message.” 


largest sales forces have proved conclusively that a good 
mechanical approach is far more effective than the best 
spoken approach. 

To clarify just what we mean by a dramatic approach 
let us examine one of the best ever devised. It was 
employed by one of the country’s leading type founders, 
a company which had just brought out a new adding 
machine. Several other well established makes of add- 
ing machines had this market so well “sewed up” that 
it was exceptionally difficult for a salesman of a new 
make to gain even an audience with big company pur- 
chasing agents. 

Here is the unique sales approach used by 
this company in breaking down its sales bar- 
riers: The salesman handed the purchasing 
agent a small slug of type metal bearing no 
visible markings. Just as the “P. A.” was 
about to hand it back after 
scrutinizing it in vain, the 
salesman gave him a magni- 
fying glass, saying, “Now, 
Mr. Blank, if you will ob- 
serve the end of that slug 
with the glass you will per- 
ceive inscribed in the small 
space of %-inch square, the 
complete Lord’s Prayer in 
letters just six one-thou- 
sandths of an inch high. We 
think you will agree, that any 
company that can make a 
machine which is able to cast 
type carrying the entire 
Lord’s Prayer in such a 
small area, at the rate of 100 
a minute, can build an equal- 
ly accurate adding machine. 
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\\on’t you extend me the courtesy of allowing me to 
explain this new machine to you?” 

Seldom indeed were this company’s salesmen denied 
a hearing; for two reasons: 1. The prospect’s curiosity 
was aroused, and 2, He thought perhaps the salesman 
would give him one of the slugs to keep. 

To return to our own experience again, we will in- 
spect one of our most successful approaches. Perhaps 
its very simplicity has been instrumental in making it 
our most effective approach. Our salesman handed the 
prospect a bottle of clear liquid. After the prospect 
inquired what was in the bottle, our salesman replied, 
“That’s real gasoline. They’re getting 4,000 barrels a 
day of that from a new well in Kettleman Hills field. 
Why, they can run trucks on that gasoline, just as it 
comes out of the ground, with only the formality of 
straining it to get the sand and gravel out. And, inci- 
dentally, all the valves on the largest gasoline plant in 
this field are Blank valves.” 

Another approach which gained considerable favor- 
able attention and comment was the following: Our 
salesman laid a segment of a valve plug and a strip of 
glass in front of the prospect. 
He is shown how easily the 
glass could be cut with this 
new superhard metal from 
which the valve plugs and 
seat rings are made in Blank 
valves. This demonstration 
not only captures the pros- 
pect’s interest but goes a long 
way towards selling the man 
that any valve with parts as 
hard as this will not wire 
draw and cut away even in 
the most severe service. 

A third dramatic approach 
which we have found helpful 
consisted of two test tubes; 
one filled with badly corroded 
parts of valves and the other filled with the same parts 
made of stainless steel. Although both tubes had been 
subjected to the action of highly corrosive gas, the 
stainless steel parts were unharmed. Here again we 
attacked the prospect through his sense of sight and left 
the thought that if Blank valves are that impervious to 
corrosion, they are certainly worth specifying. 

lt may be interesting right here to remind industrial 
supply salesmen that in 
making a sale we have 
but three primary 
senses at which we may 
aim our attack: hear- 
ing; sight; and touch, 
which includes taste 
and smell. In using the 
spoken approach we 
are handicapped by the 
possibility that the 
prospect’s sight or 
touch may distract his 
hearing from the full 
spoken sales message. 
Since it has been scien- 
tifically determined that 





Our salesman handed the 
prospect a bottle contain- 
ing clear liquid. 
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Send in Your Problems 


Mr. Brendel is of the opinion that any 
and every sales point of a piece of equip- 
ment or a service may be dramatized. 
In all such cases that are brought to his 
attention, he will endeavor to supply an 
approach. All problems should be ad- day.” Through the use of a 
dressed to Mill Supplies, 520 North 
Michigan Avenue, Chicago. 






87% of man’s knowl- 
edge enters his mind 
through his sight, we 
are overlooking a real 
opportunity when we 
depend entirely upon 
hearing alone to con- 
vey our vital sales 
story. A well-planned 
mechanical approach 
places some object in 
= the prospect’s hands. 
If this focuses his sight 
and touch, then it fol- 
lows that his curiosity 
and interest will cause 
him to listen to the spoken sales message. 

A variation of our first dramatized sales approach 
was a valve which we carved out of soap. Of course, 
as you can easily guess, this was to capitalize the fact 
that we had just landed the valve order in a big branch 
factory of a large soap company. In this respect, it has 
been our experience that the 
more remote your approach is 
from the object you are sell- 
ing the better it will be. As 
can readily be appreciated 
with this type of approach, 
the prospect has no oppor- 
tunity to strengthen his sales 
resistance by thinking .all the 
time that the salesman is talk- 
ing to him, “No, I am not in- 
terested in any gadgets to- 
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A small piece of metal 
bearing no visible mark- 
ings aroused curiosity. 


good mechanical approach, the 
prospect has become involun- 
tarily interested before he 
even ascertains just what the 
salesman is selling, 

Here are three other dramatic approaches which have 
been instrumental in building business for large national 
sales organizations. They are quoted with the thought 
that they may stimulate readers in their own search for 
a novel approach. 

An automobile salesman hands the prospect two test 
tubes; one with a short length of candle which has been 
burned at both ends, the other with a candle twice as 
long but burned at only one end. This original demon- 
onstration emphasizes forcefully the fact that dual ig- 
nition burns the gasoline more completely and rapidly 
than will a single spark plug. 

In another case the prospect is handed a small bottle 
of water in which there are numerous gray fragments 
in suspension. To this puzzled individual’s query, the 
salesman answers, “That was once a check for $100,000 
that went through a fire without the protection of one 
of our fireproof cabinets.” An exception, indeed, is the 
prospect whose interest is not aroused by these splendid 
approaches, 

The success of a mechanical approach in a large 
measure depends upon the extent to which it whets the 
prospect’s curiosity and just how logically and impres- 
sively the denouement puts over the particular point 
desired. The following is an (Continued on page 78) 
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Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


other fields of distribution 


Reducin g Costs 


EORGE WORTHINGTON, 
GG Jr., advertising manager, The 

George Worthington Com- 
pany, Cleveland, discusses, in the 
December 31 issue of Printers’ Ink, 
a method employed by the Worthing- 
ton Company in educating hardware 
dealers along the lines of reduction 
in the cost of doing business. Ad- 
vertising in business papers was the 
medium chosen by Mr. Worthington 
for his educational efforts. The prin- 
cipal points touched on were: 1. Con- 
centration on fewer sources of sup- 
ply. 2. Regulation of buying to stand- 
ard package lots. 

In addition to stressing some 
“don’ts” for distributors, Mr. Worth- 
ington intends to display some of 
their faults. He has secured from 
50 or more of the Worthington 
Company’s suppliers their pet peeves 
about distributors, the 10 most prom- 
inent of which will be displayed in 
the advertising. Mr. Worthington 
states that he doesn’t expect to bring 
about a millenium in the hardware 
business, but feels that if the cam- 
paign brings about a better degree of 
cooperation between manufacturer, 
jobber and dealer, its purpose will 
have been accomplished. 


* * o* 


Sales Policies 


N editorial in Class and Industrial 
Marketing for December asks 
“What’s Wrong with Distribution ?” 
In answer to this query, the author 
finds that one of the worst faults is 
the abundance of indefinite manu- 
facturers’ sales policies. This lack of 
definite policies, the author contends, 
is the principal obstacle in the path 
of the distributor who is endeavoring 
to reduce the costs of distribution. 
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Business Barnacles 


N an article entitled “Business 

Barnacles” in the December 17 
issue of Hardware Age, Llew S. 
Soule stresses the fact that if hard- 
ware manufacturers, wholesalers and 
dealers are to continue what is be- 
lieved to be an essential function of 
hardware distribution, they must 
take immediate steps to eliminate the 
unnecessary wastes in distribution. 

Mr. Soule asks the manufacturer 
if he has adjusted his plans to min- 
imize broken-package orders for the 
wholesaler, if he has eliminated du- 
plication of effort by missionary and 
specialty salesmen, and if he has cut 
out the wastage in dealer helps. 

The wholesaler is asked why he 
has not quit financing irresponsible 
dealers, if he has limited his terri- 
tory to that which can be covered 
economically and if he has handled 
his stock efficiently. 

Mr. Soule brings out the fact that 
all of these questions will have to be 
answered satisfactorily if the whole- 
saler-retailer system of hardware dis- 
tribution is to continue. 


* oe 2 


Cost Study 


SPECIAL bulletin of the De- 

partment of Commerce de- 
scribes a cost study of a hardware 
wholesaler’s establishment which in- 
cludes an analysis of what it costs 
to sell, deliver and collect for indi- 
vidual items. Through a system of 
allocating costs to individual items, 
it is shown that on approximately 
one-half of the 12,000 items stocked 
by this particular wholesaler, he is 
losing money. It is also shown that 
a large proportion of his customers 
buy in such small quantities that they 
are in reality only liabilities to him. 


This cost study may be obtained 
from the Department of Commerce 
free upon request. It is called “An- 
alyzing Wholesale Distribution 
Costs.” 


* * x 


Distribution Information 


Book, “Distribution in the 

United States,” published by 
the Chamber of Commerce of the 
United States, discusses distribution 
in all its phases. Some of the points 
touched on are the consumer market, 
distribution by the retailer, by the 
wholesaler, and by the manufac- 
turer; market factors, warehousing, 
advertising, transportation and com- 
munication, the industrial market 
and a review of market information 
services. This volume is obtainable 
from the above named organization 
at Washington, D. C., for 25 cents. 
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Unprofitable Accounts 


HE old story of unprofitable 

accounts is brought up again 
in an editorial in the December 3 
issue of Printers’ Ink. This item 
discusses fully the findings of the 
Western Grocer Mills, a large whole- 
sale grocery company. This com- 
pany found on investigation that 
75% of its business was coming 
from 25% of its accounts. By drop- 
ping over half of the accounts, sales- 
men were enabled to concentrate on 
more profitable business, with the 
result that sales expense and bad 
debt losses were reduced materially, 
while losses resulting from handling 
small orders were minimized. “The 
strange thing,” reports one of the 
executives of the company, “is that 
we haven’t lost any volume at all.” 
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ECONOMY 
SUGGESTS 























T HE fact that such a large number 
of operating organizations in the 
"Close Buyer" class have for years 
used only these injectors, liquid level 
gages and lubricating devices, is sig- 
nificant of the fundamental econ- 
omy of Penberthy Products. 


These Penberthy Products are cast 
from new metal .. . not made from 
spun or stamped brass. The design 
and workmanship allow for the rough 
handling that is probable. 


This is another important reason 
why Penberthy Products create 
profitable repeat business and good 
will for the supply house that stocks 
them. Penberthy Products are sold 
only through the jobbing trade. 

















PENBERTHY INJECTOR COMPANY 
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Newsy facts about industrial distributors 
and ther salesmen 


Joint Merchandising Committee 
Meets 

At a meeting of the Joint Mer- 
chandising Committee held in 
Youngstown, Ohio, January 20, for 
the purpose of reviewing the activi- 
ties of the central office since it was 
opened last August and to lay plans 
for future activities, particularly the 
presentation of facts before the 
Triple Convention in May, hearty 
approval was given to the method of 
operation of the central office under 
R. M. Gattshall, and considerable 
optimism expressed as regards the 
future of the movement. 

R. M. Gattshall presented a com- 
plete report as to the operation of 
the central office and the progress 
already made to date in putting a 
constructive program in the interests 
of more economical distribution in 
operation. 

It was unanimously agreed among 
the Committee members that the 
most important job the Committee 
has to do is to secure further sup- 
port from distributors.. The moment 
the full strength of distributors is 
thrown behind the movement, which, 
of course, is being launched with the 
idea of improving the distributor’s 
position in industry, its success will 
be assured. 

Gattshall reviewed very carefully 
his plans for securing further dis- 
tributor support. The keynote of the 
whole plan is to secure subscribing 
distributors in strategic points as 
state leaders and get them, person- 
ally, to use their influence in securing 
subscriptions from distributors in 
their immediate territory. Consider- 
able progress has already been made 
in this direction. 

The question of getting an adver- 
tising campaign started was brought 
up, and Gattshall pointed out very 
clearly that advertising has already 
begun. He referred specifically to 
the work Mitt Suppties has been 
doing in keeping distributors and 
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their salesmen in touch with the work 
of the Committee, and also empha- 
sized the advertising value connected 
with the use of charts, slogans and 
other data put out by the Committee 
which several industrial distributors 
are using on their letter-heads, enve- 
lopes, and invoices and in their house 
organs. 

A suggestion was made that an ef- 
fort should be put forth to secure 
publicity in user magazines. It was 
revealed that the National Associa- 
tion of Purchasing Agents was in- 
terested in securing facts concerning 
the importance of the distributor, 
and if the Committee would make 
them available, the secretary of that 
Association would see that it got into 
the hands of purchasing agents. This 
tip is to be followed closely. An effort 
will also be made to get out some 
news releases for use in user maga- 
zines. 

Gattshall submitted a suggestion 
for using the Joint Merchandising 
Committee’s time at the Triple Con- 
vention of the National, Southern 
and American Associations. He was 
given the responsibility for arrang- 
ing the program so far as the Joint 
Merchandising Committee is con- 
cerned. Gattshall agreed to work out 
the details of this program and sub- 
mit his suggestions to the Committee 
for approval. 

Before the meeting adjourned the 
Committee went on record as being 
in thorough accord with the proce- 
dure which has been followed by the 
centralized office, and authorized its 
continuance until Convention time. 
The Committee also went on record 
as being opposed to a national adver- 
tising campaign at this time except 
such national advertising as is al- 
ready being done. 

Those attending the meeting in- 
cluded Don. S. Brisbin, H. F. Sey- 
mour, H. H. Kuhn, David C. Jones, 
KF. M. Archer, F. J. Hofacker, A. E. 
Paxton, George A. Fernley, H. W. 
Barclay and R. M. Gattshall. 


Milwaukee Distributor Holds 
Annual Sales Clinic 


The Shadbolt and Boyd Company, 
Milwaukee, Wisconsin, held its an- 
nual “clinic” from January 16 to 23 
inclusive. Dealers, engineers and in- 
dustrial representatives came from 
far and near to inspect the exhibits 
and witness demonstrations of vari- 
ous devices and materials. 

x * x 


Road Show in Madison 

The annual Road School of the 
Wisconsin Highway Commission 
filled the streets of Madison with 
giant machines January 25, 26, 27 
and 28. The local distributor, the 
Wisconsin Foundry and Machine 
Company, maintained a booth among 
other exhibits on the Mezzanine of 
the Loraine Hotel. 


At last the camera caught four of this 
company’s force at once. They are with 
the Netherland Rubber Company, Cincin- 
nati. Left to right: L. P. McGoff, general 
manager; J. F. Ducey, floor coverings; 
John Doyle, house salesman, and R. L. 
Wilkinson, mechanical goods. This firm 
handles a number of leading rubber spe- 
cialty lines. 
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X No. 20 WELDING TORCH 





for General and 


Extra Heavy Work 


UROX No. 20 Welding Torch has a wide 

field of application in welding shops, garages, 
plumbing and heating shops, maintenance depart- 
ments and manufacturing plants in the metal 
working industries. This torch is durably built and 
designed to give efficient, dependable service 
under the severest conditions. 

Years of study and field experience have deter- 
mined the design of the Purox No. 20 Welding 
Torch. It is of the balanced pressure type, with a 
mixer nozzle located in front of the torch handle 
to insure thorough mixture and balanced volume 
of gases. It will take all sizes of tips from 1 to 15. 
Five tips are included as standard. An extension 
for increasing its length to 30 inches is available. 
The Purox No. 21 Cutting Attachment may be 
used to adapt the No. 20 Welding Torch for 


cutting metal up to two inches in thickness. 
You may purchase the Purox 


No. 20 Welding Torch sepa- 
rately or as part of the Purox 
No. 4011 Welding Outfit. You 
will find it worth your while to 
see it at your jobber’s. Or if 
you prefer, write us direct for 














Purox > x ee with Tips Nos. full “- formation ‘ 
9 and 10, and wrench. : 


$35.00 


= Sch icaea“" THE LINDE AIR PRODUCTS CO. 


Nos. 6, 7, 8,9 10d Wen b ra 
os. 6, 1, 3, n . . . ° 
1—Style 10 * Aeacson Geodiater oth 50 Unit of Union Carbide and Carbon Corporation 


and 3000 Ib. Gauges 
1—Style 30 Acetylene Regulator with 30 New UCC York 
_and 500 ib. G 


auges 
eee Wrench 


iwi fe _ 7? Guyeen a 
1—Pai -' fe oe in oy cetylene Hose — 
—Spark Lighter 
—Instruction Manual 
i—Weed Outfit Box 


Pri 93.40 
ee WELDING AND CUTTING APPARATUS AND SUPPLIES 
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Home of the Corby Supply Company, St. Louis, Missouri. J. B. Corby is president 
of this firm; F. S. Corby, secretary; and W. J. Raining and William Voitlein, 
vice-presidents. 





Campbell Hardware Issues 
Extensive Catalog 

A remarkably complete catalog of 
industrial supplies containing 412 
pages has recently been issued by the 
Campbell Hardware Company, Seat- 
tle, Washington. A particularly in- 
teresting part of the book is devoted 
to the company’s unusually complete 
line of mechan‘c’s tools. 

Some of the companies which the 
Campbell Company represents are: 
Whitman and Barnes ; Winter Broth- 
ers; Henry G. Thompson and Sons; 
Delta File Works and the Stanley 
Electric Tool Company. 


H. W. Sharp Utilizes Convenient 
Devices 

Purl Hutton, stock and shipping 
clerk of H. W. Sharp, Portland, 
Oregon, keeps track of his stock of 
short lengths of shafting by means 
of a scheme he has devised, which 
for lack of a better name might be 
called a paddle blackboard. The 
pieces of shaft stand on end on the 
floor in a rack. Above is a long row 
of detachable paddles painted black, 
each paddle for a certain diameter. 
The rest of the paddle below the 
figure at the top denoting the diam- 
eter, is marked off in four sections, 


TLV CEs abit held |, 
f 24 Po : ist 


ay tat 
‘23% Anw* 
A 


2% 24 2 2+ 2M s 


and in these squares he marks with 
chalk the lengths he has on hand of 
that size. 

As he cuts off pieces, sells an en- 
tire piece or adds a piece, he erases 
and remarks the paddle accordingly. 
He says that he finds this more con- 
venient than a long straight black- 
board as he can take the paddles 
down to do the marking. They are 
also visible from the office telephone 
and he can look up and know just 
what he has on hand while tele- 
phoning. 

This company also makes clever 
use of a Dodge V-belt near its city 
counter. This V-belt drives the power 
hack saw with which lengths of steel 
shafting are sawed off for customers. 
It runs, not on a pulley designed for 
it but upon a large, wood, crown- 
faced pulley. It works along merrily 
all day long if necessary. Frequently 
customers come in who would like 
to buy V-belts for their drives, but 
think that this would necessitate 
changing their whole pulley lay-out. 
Here is where the second function 
of this installation comes in. It is a 
demonstrator. The salesman shows 
the customer then and there that a 
V-belt will work satisfactorily on any 
pulley, even this extreme case of a 
crown-face pulley. The company re- 
ports that this graphic means of dem- 
onstrating is proving very profitable. 
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Above is the “paddle blackboard* by which Purl Hutton of the H. W. Sharp 
Company, Portland, Oregon, keeps trock of his stock of short lengths of shafting. 
Left is the V-belt used by this same company for a double purpose. It drives 


the power hack saw which saws off lengths of steel 


ing for customers and dem- 


onstrates that a V-belt will work satisfactorily on any pulley.. Also, in this picture 
there is a Dodge-Timken bearing with a bore of 47/16 inches, an unusually large 
bearing which is used in paper mill work. 
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This is the new Goodyear 

COMPASS Cord Oil Well Belt 

DOUBLE — note two layers 
of drive cords 


GOODYEAR 
RUBBER 
GOODS 
ARE IN 
ON NE 








Recent Goodyear develop- 
ments in Mechanical 


Rubber Goods 


The Goodyear COMPASS 


Endless Belt 
OODYEAR Mechanical Rubber Goods have an 


unequaled reputation in industry. Say “it’s The Goodyear THOR Belt 
Goodyear,” and no other endorsement is required. Seamless 

This reputation for excellence—for giving more 
efficient, longer-lived, more economical service — 
is the product of Goodyear manufacturing ideals 
and Goodyear industrial experience. It rests solidly 
on Goodyear’s ample investment in finding out 
where and why rubber serves better, and making 
Goodyear Rubber serve best of all. 

The result is a constant and growing demand for 
the scientifically engineered products that bear the 
Goodyear name — Goodyear COMPASS (Cord) 
Endless Belt, the new Goodyear THOR Belt, seam- 
less, Goodyear Emerald Cord Air Hose, Goodyear 
Emerald Cord Hy-Pressure Hose, and scores of 
other Goodyear developments and innovations in 
mechanical rubber goods. 


The Goodyear COMPASS 
Cord Oil Well Belt 
— DOUBLE 





The Goodyear Emerald 
Cord Air Hose 


The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 


The Goodyear Asbestos 
Cord Steam Hose 




















TUNE IN: 


Goodyear invites you to hear 


If you are interested in selling rubber goods that 
sell, you should investigate the advantages of the 
Goodyearfranchise. Writetoday to Goodyear, Akron, 
Ohio, or Los Angeles, Calif., for full information. 


IN RUBBER 


John Philip Sousa and his Band 
...-Arthur Pryor and his Band... 
Revellers Quartet and Goodyear 
Concert-Dance Orchestra... 
every Wednesday and Saturday 
night, over N.B.C. Red Network, 
WEAF and Associated Stations 
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GROUP DRIVE 


Selected for Flexibility 
and Economy 


L jpom constant refinements in 
design necessitate readiness 
for frequent quick changes in 
manufacturing methods and ma- 
chine power requirements, the 
flexibility of group drives is recom- 
mended. Likewise, where a num- 
ber of machines in one room or on 
one floor are to be operated for the 
average manufacturing purposes, 
the group drive has been proven, 
beyond a doubt, the most economical arrangement. 


The initial cost of equipment is much less for group 
drives than for individual drives; consequently, the result- 
ant saving on depreciation and interest charges. 


The inefficiency of a number of small motors working a 
greater part of the time on low loads and the loss of 
conten energy through the wires at relatively low 
voltage are items of expense frequently overlooked. 


Low power factor for a number of small motors is prac- 
tically always a penalty to be paid by the consumer. 
Maintenance is more pronounced in a few years’ life of 


a number of small motors as compared to that of one large 
motor and a number of belts and pulleys. 


Prominent, unbiased engineers, after careful study and 
accurate tests, have gone on record testifying to the truth 
of the above statements. Why not take advantage of the 
time and money spent and the experience gained by 
these men, and use group drives? 


American Steel Split Pulleys—engineered for the purpose 
of enhancing the most oliciout operation of the group 
drive—are available from coast to coast. Ask your } A 
about “American” Transmission Products. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue Philadelphia, Pa. 


MERICAN 


PRESSED STEEL 
TEEL SPLIT 


"HANGERS | PULLEYS 


| will 
will sell the entire supply line. 


An unusual building front for a mill sup- 


| ply house. The design of the front recalls 


the old days of the ship supply industry. 
This is the building of the R. B. Wing 
and Son Corporation, Albany, New York, 
which was established in 1845. One of its 


slogans is “A family business for four 


generations.” 


Gartner Does Some Experting 

Charlie Gartner, manager of In- 
dustrial Sales for Hibbard, Spencer, 
Bartlett and Company, was called in 


| an expert capacity in the Chicago 


Sanitary District “Whoopee” trial re- 
centiv. Mr. Gartner’s testimony 
was used to establish some of the 
fancy prices paid supply houses dur- 
ing the “Whoopee” days of 1927- 
1928. 

The case is now being tried in the 
Criminal Court of Cook County be 
fore Justice Harry M. Fisher. 

Charlie informs us that he will be 
available for “experting’” in any 
other community desiring to clean up 
a sanitary district. 
this district 


He claims that 
is extremely sanitary 
now if it never was before. Due to 
the depression, he will condescend to 
pare his fee for “experting” to bare 
operating expenses—$75 per day. 


* * * 


Two New Men with R. H. Myers 
Hardware 


The R. H. Myers Hardware Com- 
pany, St. Louis, announces that G. E. 
Noelke and E. F. Walker are now 
with the company. Mr. Noelke will 
operate in the city and Mr. Walker 


travel in Missouri. Both men 
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Get Your Customers to Buy Cutters on 


Their REAL Cost 


Four major factors, more important than purchase 
price, determine every cutter’s real cost — its 
economy to the man who uses it. 


Explain to your customers how expensive a cutter 
can be that requires frequent sharpening—(1) the 
cost of time lost while cutters are being removed 
and (2) the cost of time lost in replacing with 
sharp cutters. Point out (3) the cost of lost pro- 
duction while the machine is held up changing 
cutters, and (4) the actual cost of the sharpening 
of the cutters themselves. 


Brown & Sharpe Cutters are a decided influence 
in keeping cutter and overhead costs low for the 
manufacturer and in keeping cutter sales up, for 
you. Brown & Sharpe Mfg. Co., Providence, R. I. 








The Cost of 


Time Lost Removing 
Cutters 


Plus Time Lost 
Replacing Cutters 
Plus Lost Production 
Plus Sharpening 
Cutters 
Plus Original 
Purchase 
Equals 
Real Cost of Cutters 


What Is the Real Cost 
of Your Cutters? 





Brown & Sharpe Cutters 


MODERN — EFFICIENT—KEEP COSTS LOW 
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DISTRIBUTORS WANTED 


Gairing Sacuitend 


Counterbore Sets 


They definitely effect lower shop 
costs, providing the most powerful 
sales argument you can use today 


HOW the industrial user how you can cut 
down his operating expense, and he be- 
comes interested immediately—in good times 
or bad. That's why GAIRING products carry 
such an effective sales appeal for distributors 
and their salesmen now, or at any time. 


GAIRING Standard Counterbore Sets will 
open your customers’ eyes to new ideas—to 
increased efficiency and definite savings. Let 
us point out the markets for this thoroughly 
modern line. Let us show you how you can 
make real profits with it. Write now for com- 
plete information. 





1629-37 LaFayette Blvd. 





@ Above — Three 
Types of Com- 


GAIRING STANDARD COUNTERBORE SET 





plete Gairing 
Holders, Cutters 
and Pilots. Type B-4, Another Popular Combination 










































THE GAIRING TOOL COMPANY | 


DETROIT, MICHIGAN | 





| The St. Louis Machinists Supply Com- 


pany, St. Louis, has a cales department that 
includes young fello.s who can always 
rely upon advice and direction from H. 
Rubelmann, head of the company, who is 
second from the left in this picture. At 
the extreme left is “Bob” Curns, repre- 
senting Charles H. Besly and Company on 
abrasives and disc grinders. At the extreme 
| right is J. P. Nestor and next to him, A. J. 
Schneider, two outside city salesmen. 


Van Dyke Addresses Cottonseed 
Group 

R. D. Van Dyke, Jr., president of 
Industrial Supplies, Inc., Memphis, 
Tennessee, was the principal speaker 
at the January meeting of the Tri- 
States Cottonseed Oil Mill Superin- 
tendents’ Association. 

Mr. Van Dyke spoke on “The Ori- 
‘gin and Manufacture of Brooms.” 
| The meeting was held jointly with 
| the Women’s Auxiliary of the Su- 
perintendents’ Association. 

His address was considered edu- 
| cational and instructive for both As- 
| sociations, and was received with 
| much enthusiasm by the group. It 
will be published in the February 
issue of the “Oil Mill Gazetteer,” a 
cottonseed trade journal. 





| 





E. F. Carlson, vice-president and manager 
of the mill supply department of Warner 
Hardware Company, Minneapolis. 
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HERE IS 


The Regal Distributor Policy 


Straight from the Shoulder 


(Analyze Every Point in It Carefully) 





We recognize the Industrial Distributor as the logical sales out- 
let for REGAL Lathes. 


We will grant exclusive territorial rights to distributors who 
are willing to do an active sales job. 


We will provide our distributors with machines for store 
demonstration purposes on a consignment basis. 


We will make it possible for our distributors to stock REGAL 
lathes on a semi-consignment basis. 


We will allow an adequate margin of profit on each and every 
transaction. 


We will give our distributors and their salesmen every possible 
sales cooperation through: 


a. Pointing out definite markets for REGAL Lathes and furnishing sales leads. 


b. Educating distributors’ salesmen on the sales features of REGAL Lathes, 
personally and by direct mail. 





c. Working with our distributors’ sales- 
men in the field. 


d. Supplying catalog material, circulars 
and other printed matter at no cost 
to the distributor. 


e. A national advertising campaign—in 
magazines and by direct mail—to 
the manufacturing, repair, mainte- 
nance and vocational training fields. 


We seek the opportunity 
to tell you all about RE- 
GAL Lathes and our dis- 


tributor plan... . Wire or 





The LeBlond REGAL Geared Head Lathe 


. . 
a is an item of exceptionally ~_ application, write for details now. 
ekg 7 popularly priced and possessed of outstanding 
selling features. . : It holds remark- 
Sf able sales and profit " possibilities for the ag- 
gressive distributor in 1932. 


The R. K. LeBlond Machine Tool Co. 


: Regal Division Cincinnati, Ohio 
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FAIRBANKS 
Wheelbarrows 


and 
Drag Scrapers 


A type for every purpose 


No. 246D 
Coal or Mortar 
No. 16 gauge folded and 
spot-welded tray; 4 cu. ft. 
capacity. Very narrow — 
only 234 inches wide over- 


all. 


No. 739 

Family 
Unequalled for use around 
the home and garden; 3 cu. 
f capacity, pressed steel 


THE FAIRBANKS 


Boston 


New York 


No. A645C 
Contractors 
No. 14 gauge pressed tray; 
4 cu. ft. capacity. 


No. 4 

Garden 
Made in three sizes—Nos. 3. 
4 and 5; 20” wood or steel 
wheel. 


Drag Scrapers 

XL Patterns 
In three, five and seven 
cubic feet capacity; with run- 
ners or with double bottom. 
Also Fresno Scrapers. 


COMPANY 


Pittsburgh 


Factory: Rome, Ga. 


Distributors Everywhere 


Write for complete No. 950 Catalog 





The Warren and Bailey Company of San 
Francisco maintains a small branch store 


| at Fresno, California. This snapshot shows 


a corner in this compact store and here is 

also a picture of James H. Harris who ably 

looks after the store, sells stock to custom- 

ers, cuts and makes up belts, and takes care 
of the trade generally. 


Myers Opens New Department 

George A. Myers and Company, 
Paterson, New Jersey, has opened a 
new steam specialty department. Wil- 
liam R. Clendenning, who comes to 
Myers from the Philadelphia branch 
of the C. J. Tagliabue Company will 
have charge of this work. The new 
department under Mr. Clendenning 
is equipped to render technical serv- 
ice to industrial users. 


* * * 


Program on Abrasive Products 
Submitted to Industry 

The simplified practice recommen- 
dation covering coated abrasive prod- 
ucts, as revised by the standing com- 
mittee of the industry, has been sub- 
mitted by the division of simplified 
practice of the Bureau of Standards, 
to all interests for written approval. 

In the original recommendation, 
the number of sizes and types of 
coated abrasive products was reduced 
from 8,000 to 1,976. Under the pro- 
posed revision, certain changes were 
made which further reduced that 
number to 1,949. 

The revised recommendation will 
become effective one month after the 
division’s formal announcement that 
the required degree of support has 
been received. 
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If you used belts (instead of selling them) you'd 
buy square edge belts on a basis of demonstrated 
advantages. You'd find (as your customers will 
find) the increased flexibility and the decreased 
slippage definitely reflected in power economy 
and added efficiency. And you'd want the 
Thermoid High Speed Square Edge Belt—built 
as only Thermoid could build it—built for greater 
flexibility and less slippage without the slightest 
sacrifice of that long-lived durability for which 
all Thermoid Belts are famous. 


Thermoid is out to establish new records with 
this splendid belt—new records in performance 
and popularity—new records in the development 
of profitable business for all Thermoid distribu- 
tors. We know that its daily accomplishments 
will win a wide following throughout industrial 
America—we know its super-service will add to 
the prestige that the name Thermoid already 
enjoys. And we know, too, that its distinctive- 
identifying - colors — amber with green edges 
will attract immediate attention in any distribu- 
tor's stock. 


Use the coupon now for complete details 
and a free sample 
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THERMOID RUBBER COMPANY 
TRENTON, NEW JERSEY 


Please send sample and complete informatio 
the Thermoid high speed belt illustrated above. 


Name 


7 \\\ 
MOULDED 


HOSE 
perfected by 


Thermoid 










for your customers particular purposes | 
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Hose of all kinds gets plenty of abuse 


. . . and Thermoid Moulded Hose 


withstands it! Hose gets plenty of 
hard wear... and Thermoid Moulded 
Hose resists it! Specially built for its 
special purpose Thermoid Moulded 
Water, Air, Welding, Spray and 
Garden Hose serves its special purpose 


well, long and economically. 


After all the best hose to use is the 
best hose to sell. . . as any Thermoid 
distributor will tell. 


The Thermoid Line is a complete line... 
a completely profitable line. Famous for 
Belt, Hose, Packing, Brake Linings and 
Mechanical Rubber Goods . ... the name 
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SIMONDS 


CRESCENT GROUND 


CROSS-CUT SAWS 

















M. H. Johnson, president of Industrial 
Supply Company, Terre Haute, and Brazil, 
Indiana. Before entering the mill supply 
business in 1915, Mr. Johnson was an 
operator of coal mines. 


Reinforcing Bar Simplification 

The division of simplified prac- 
tice of the Bureau of Standards has 
asked producers, distributors, and | 
users of concrete reinforcement to | 
consider a new draft of the simpli- ° 
fied practice recommendation ‘cov- Mill supply dealers can get the sales and profits 
ering steel spiral rods. The pro- a m ts ss 
posed new ohine includes the aa they are entitled to if they carry a fair working 


sizes of rods as were listed in the 


original draft approved by the in- _ stock of SIMONDS CRESCENT GROUND CROSS- 
dustry in January, 1926. The rep-| CUT SAWS. There are different styles and sizes of 


resentatives of the industry, in pre- 


paring the new edition, have included | these saws to suit the timber cutting conditions in 


a detailed table to facilitate the use | : 
of the standard sizes by specifying | various parts of the country. 


authorities. This, it is believed, will 


enhance the value of the recom- | Every distributor knows what saws are 


mendation. The proposed new draft | 


is to be effective upon announcement required in his territory and can get them by 
by the division of simplified practice | 


that the various elements of the in- | ordering from Simonds. 


SIMONDS SAW 
' and Steel Company 


5 “The Saw Makers” 








| 
Most of the bunch at the Cameron and Established 1832 Fitchburg, Mass. 


Barkley branch at Jacksonville, Florida. | 
W. A. Anderson, fourth from the left, is 


branch manager. ES ea aa 
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Our greatest pride . . 


7 ° 
Your finest guarantee 





The Capital Distributor Lal | 


Ray C. Neal, president of R. C. Neal Com- 








Policy 


\4 E are proud of the quality and per- 
formance of CAPITAL “Red Cap” Indus- 
trial Brushes and Brooms—naturally. 


But we are even more proud of our long 
established policy of distributor protection 
and sales cooperation. 


Over the years, it has paid us well—in un- 
questioned loyalty and effective sales repre- 
sentation from our distributors. 


And they have appreciated it—and profited 
from it, and benefited otherwise. Ask any 
one of the many leading distributors we 

have in all sections of the country. 


That old policy stands unchanged. 
Our sales cooperation is even 
more effective than it used to be 
—thoroughy in accord with the 
new trend in selling. 


Perhaps you need a tie-up today 
with a manufacturer of good 
brushes and brooms—and a time- 
tested sales policy like ours. We 
would be pleased to give you all 
the facts. Write at your first 
opportunity. 


Ww 





INDIANAPOLIS BrusH & Broom Mre. Co. 


126 Brush Street 


ESTABLISHED 1890 


Indianapolis, Indiana 








pany, Buffalo. This firm specializes in tools 
and shop supplies. It has a very complete 
stock of the few items it handles so the 
trade knows there is always a complete 
selection at Neal’s. Concentration on a 
few lines, Mr. Neal declares, allows the 
salesman to become thoroughly familiar 
with them and the advantages of their use 
so that sales are made that would be 
impossible for the salesman carrying a 
general line. 





Malleable and Steel Casting 
Production 

Purchases of maintenance equip- 
ment by steel and malleable foun- 
dries should be increased from about 
this time until the middle of March. 

During the last three years, the 
production curves in these two in- 
dustries have been gradually drop- 
ping, but each year there is a marked 
rise in the first quarter of the year. 

Even in 1931, steel casting produc- 
tion jumped from 46,294 tons in 
January to 56,775 tons in March, 
after which it fell off gradually 


| until in November it totaled only 


23,109 tons or 15.9% of capacity. 

Production of malleable castings 
did not reach a yearly high last year 
until April, when plants operated at 
36.3% of capacity. 

When these foundries start to pro- 
duce at an increased rate, they will 
be in need of many different items 
of industrial supplies. A close check- 
up of requirements may result in 
some much-needed business for the 
distributor’s salesman. 

SS 


Salesman Available 


Mr. John R. Neely, who -for 
twenty years was connected with 
Henry Disston and Sons, Incorpo- 
rated, is seeking a new connection. 
Mr. Neely has a wide acquaintance 
among industrial distributors and 
the wholesale hardware trade in In- 
diana, Michigan, Minnesota, Wiscon- 
sin, Illinois and Iowa. 
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How... 


CITIES SERVICE 
solved this 


FITTINGS PROBLEM 


HE men who built the towering CITIES SERVICE 
__ annie in New York took no chances on 
fittings. They knew that Square “Gee” stood for uniform 
dependability .... ALWAYS. They solved ALL their 
fittings problems by specifying Square “Gees” straight 
down the line .... on malleables, drainage fittings, cast 
iron steam fittings, expansion joint test tees, brass 
fittings and pipe hangers. You will find added 
profit in making Square “Gees” your featured fittings. 
Uniform dependability made certain by advanced 
manufacturing methods and triple inspection insures 













; ea added customer good will, easier, more profitable sales. 
! 
Roo Hy 
My etl eld ss) THE GRABLER MANUFACTURING COMPANY 
i Ht ; paeee 6565 BROADWAY :: CLEVELAND, OHIO 
ne nH Warehouses: NEW YORK - CHICAGO - LOS ANGELES - SAN FRANCISCO 


es 


CITIES SERVICE BUILDING, NEW YORK CITY 
Clinton& Russel, Architects; James Stewart &Co., Inc., Gen'l. Contractors; 
Riggs-Distier Co., Inc., Heating Contractors; James McCullagh, Inc., 
Plumbing Contractors. 


“SQUARE ‘GEE’ PRODUCTS THROUGHOUT” 


SQUARE 
Pipe 


“BEE” 
Fittings 


ORAINAGE, BRASS 
YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


We win sales by associating the Square “Gee” name with that of Cities Service. Mill Supply 
Jobbers find sales in associating their name with the Square “Gee” when talk- 
ing fittings. Appearing in the Mill Supplies, February issue, 1932. 








MALLEAG LE, CAST IRON 
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LUBRICATION is probably of more general 
interest to industry than any other one subject. 
Maintenance men, and those who watch main- 
tenance and production costs can take a leaf 
from the book of experience of thousands of 
exacting operating men by studying the results 
of Dixon’s Flake Graphite lubrication. 


For more than 100 years Dixon’s Flake Graph- 
ite has been spreading its smooth unctuous 
veneer over contacting surfaces, reducing fric- 
tion and wear to a minimum—producing dead 
smooth bearing surfaces that are so necessary 
to cool running and long life. 


The results of this century of experience in 
handling pure Flake Graphite and the various 
greases compounded with graphite are yours 
for the asking. Send today for Booklet No. 


16 KP. 
DIXON’S . ‘ 
GRAPHITE Joseph Dixon Crucible Co. 
Sone Pag ony Jersey City XO New Jersey 
_— Graphite Est. 1827 
rease 


Silica-Graphite Paint 
Boiler Graphite 
Graphite Spring Oil 
Graphite Seal* 

Pipe Joint Compound 


*An entirely new and im- 
proved type of graphite seal- 
ing paste especially prepared 
for use on screw thread, 
flange, and gasket joints and 
valves of pipe lines carrying 
hot or cold mineral, vege- 
table and animal oils, gaso- 
line, benzine, naphtha, creo- 
sote, tar, etc. 














HOUSH INDUSTRIAL SUPPLE 





This group represents Housh Industrial 
| Supplies, Incorporated, Evansville, Indi- 
| ana. Specialization is the watchword here 
| with belting in the foreground. Left to 
| right: E. L. Housh, president; Edward 
| Bettag, city salesman; Irma E. Goad, sec- 
| retary; Charles Swoboda, vice-president 
and L. A. Cromwell, inside man. 
| 
| 


Statistics on Distribution in 
California 


Distribution figures compiled by the 
1930 Census of Distribution bring 
out the fact that California supply 
and. machinery distributors are op- 


erating their businesses for about 


13%, and that the stocks in the states 
were turned over eight times. 


Definite figures are as follows: 
Number of establishments, 284; 
number of employees, 2,279; salaries 
'and wages, $5,782,594; total ex- 
|penses (including salaries and 
| wages ), $11,891,402; stocks on hand, 
end of year (at cost), $11,463,991; 
and net sales $91,133,477. 
















| John H. Howell, city desk man, R. C. 


Duncan Company, Minneapolis. 














 — 
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The increasing number of mill-supply 
houses choosing Wagner as their sup- 
plier of motors indicates that the Wag- 
ner set-up is right. You know what it 
means for a mill-supply house to handle 


A Complete Line of 

























Chicago, Ill. 
Cincinnati, Ohio 
Cleveland, Ohio 
Dallas, Texas 


Denver, Colo. 
Detroit, Mich. 
Houston, Texas 
Indianapolis. Ind. 
Seattle, Wash. 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 


Buffalo, N. Y. 


Kansas City, Mo. 
Los Angeles, Calif. 
Memphis, Tenn. 
Wise. Philadelphia, Pa. 





Motors 


backed by a 40-year 
reputation for 
quality and service 


The following are some of the reasons why 
Wagner motors are a profitable mill-supply 
line: 


1. A complete line of polyphase and single- 
phase motors—an assurance to mill-sup- 
ply dealers that Wagner recommendations 
are made without prejudice, and that at 
no time will the wrong type of motor be 
supplied. 


tr 


. Forty years of experience in building and 
applying motors — experience valuable to 
millsupply men. A forty-year reputation 
for quality and service—a reputation that 
creates Wagner-acceptance everywhere. 





3. A nation-wide organization, with branch 
sales offices and motor warehouses in all 
parts of the country—no delay in shipping 
motors and motor parts to mill-supply 
houses or their customers. 


Minneapolis, Minn. Pittsburgh, Pa. 
New York City, N. Y. Portland, Ore. Tl 
Omaha, Nebr. Salt Lake, Utah 
San Francisco, Calif. 5 | 
Toledo, Ohio M232-1 
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Everybody 
Uses Them 


the Butcher « the Baker 
the Candlestick Maker 


The new BOND steel bench legs 
can be used in practically every 
business. Scores of diversified indus- 
tries testify to their general useful- 
ness, their all-round efficiency and 
their sturdiness. With all of these 
fine features the new BOND steel 
bench leg is inexpensive —so inex- 
pensive that one manufacturer told 
us he couldn’t build them of crat- 


ing lumber as cheaply. 


Every customer on your lists is a 
prospect. The advantageous features 
of the BOND leg and the low price 
should make every prospect a cus- 
tomer. BOND steel bench legs are 
popular because of their superiority. 
Your men can sell them — lots of 
them. Get on the trail of more bench 
leg business with this new BOND 
product. Send for Booklet MS-17. 
————— 
BOND also manufactures Casters, 
Case Trucks, a complete line of 


Bond Backboard Bracket 


Power Transmission Equipment 
—Available at Small Cost 


including Roller Bearings, and 


many other quality products. 


Foundry and Machine Co. 
Manheim. Lane. Co.. Pa. 


Phila. Office: 617 Arch St. N.Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 

















This picture was taken at the Moore- 
Handley Hardware Company in Birming- 
ham, Alabama, but three of the group are 
manufacturers’ representatives. Left to 
right, are: J. J. Dargan, Moore Handley; 
G. Jones, Oster Manufacturing Company; 
G. E. Johnstone, Deming Pumps; F. E. 
Miller, Moore-Handley; A. K. Burch, 
Powell Valve Company; and Ed. Gatchell, 
Moore-Handley. 





Marshall-Wells Secures Large 
Order 


Marshall-Wells, industrial sales, 
Portland, Oregon, has made arrange- 
ments to furnish all the supplies to 
the Union Service Stations, Incorpo- 
rated, of Oregon, Washington and 
Idaho. This is a subsidiary of the 
Union Oil Company, through which 
the latter will operate its own sta- 
tions throughout the Pacific Coast 


| territory. 


In the Northwest, including the 
above three states, orders will be 
placed through the Portland office of 
the Union Stations, Incorporated. 
About 150 individual stations will be 
included in the Northwest territory, 
and as these stations will all be 
equipped to sell and repair tires and 
batteries, a considerable volume of 
supplies will be required annually by 
each. It is the blanket order to fur- 
nish these supplies that Marshall- 
Wells has received. 

x * * 


Woodbury and Company 
Purchases Building 

Woodbury and Company has pur- 
chased the building it has been oc- 
cupying for the past 7 years. The 
firm occupies the entire building 
which has 50,000 square feet of floor 
space. 

Nineteen-thirty-one was an event- 
ful year for this company—it bought 
out the interests of Mr. Wheeler, 
who has been one of the partners; 
changed its name from Woodbury 
and Wheeler Company to Woodbury 
and Company; negotiated the pur- 
chase of its building; and in spite 
of lower volume stepped into 1932 


| without owing the banks a cent. 
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| —_— ie ' —— The Production of Power 
> Transmission Machinery in 
the U. &. has Increased over 


Build Profits | 100% in the past six years 


| : according to Department of 
| : Nal e ¢ 7 Commerce reports. 
with 
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omies than to any other phase of industrial activity. 
MODERN INDUSTRIAL POWER DRIVE AND BEARING 
UNITS offer an exceptional opportunity to distributors 
who wish to capitalize to the fullest extent on the mod- 
ernization wave that is sweeping the industrial field. A 
complete line to select from to best fit each individual 
ne 9 an engineering staff specializing in power drive 
and bearing units and a corps of sales engineers to as- 
sist on difficult problems is at the disposal of every 
Dodge distributor. 


On the basis of facts the Dodge line offers the greatest 
opportunity for immediate as well as future profits and 
| . will liberally reward specialized sales effort. 


pence Ai agaist 
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Why not let Taylor 
solve that 


CHAIN 


Question? 





The present day chain buyer must be more than a 
buyer of so-many-pounds-at-such-and-such-a price. 
He must know his chain..... or he must have 
a lot of help from the man who sells it to him. 
He must look to his distributor for this service. 
And Taylor distributors naturally—and RIGHT- 
FULLY—look to Taylor. Taylor distributors can 
depend upon Taylor engineers to help them to sell 
just the right kind of chain for every job. 


WRITE TODAY FOR 
CATALOGUE “A” 
Here is a book that will help you solve your chain- 
selling problems. It obligates you in no way to 
drop us a card requesting it. Then, if you want 
him, a Taylor Chain man will drop in and help 
you solve that chain-selling question. 


S.G. TAYLOR CHAIN CO. 
DEPT. A, | HAMMOND, INDIANA 


SVS 
HAND-ELECTRIC =~ 
AND MACHINE) © * 
WELDED CHAIN 





Bingham Made Distributor for 
Gates Rubber Company 

R. M. Bingham, president of the 
Bingham Tool and Supply Company, 
Cincinnati, informs us that his com- 
pany has been appointed the exclu- 
sive distributor for Cincinnati and 
surrounding territory for the Gates 
Rubber Company. The Bingham 


| company will carry a large stock of 





facturing Company, 


V-belts and rubber hose and is en- 
thusiastic about the possibilities of 
this new line. 


e* € © 


General Supply and Equipment 
Sells New Line 

The General Supply and Equip- 
ment Company, Baltimore, Mary- 
land, has been appointed exclusive 
sales representative for “Hypressure 
Jenny,” the spray cleaning machine, 
made by the Homestead Valve Manu- 
Coraopolis, 
Pennsylvania. This distributor’s ter- 
ritory covers the Baltimore and 
Washington districts. 

Another exclusive sales representa- 
tive for “Hypressure Jenny” recently 
appointed is the Burrshel Company 
of 90 West Street, New York. 

x ok x 
Ames-Baldwin-Wyoming in New 
Location 

The Ames - Baldwin - Wyoming 
Shovel Company, removed its gen- 
eral offices from North Easton, 
Massachusetts, to Parkersburg, West 
Virginia, effective January 1, 1932, 
Chief executive offices of the firm 


now have their headquarters in 


burgh, Pennsylvania. 
The company will operate plants 


_ in Alton, Illinois ; Anderson, Indiana ; 


North Easton, Massachusetts; Park- 


| ersburg, West Virginia, and Pitts- 
| burgh, Pennsylvania. 


“= = 


Book on Aluminum Alloys 

A very interesting book entitled 
“Alcoa Aluminum and Its Alloys” 
has recently been published by the 
Aluminum Company of America to 
meet the demand for a ready refer- 


/ ence book on aluminum and its al- 


loys. The book gives, in concise 
form, information concerning the 
physical and chemical properties of 
aluminum alloys produced by the 
above named company. In addition 
to this, the book contains tables 
showing the sizes of the basic com- 
modities manufactured from these 
alloys. 








——— 











XUM 


————— 
. 


ae 





XUM 


FEBRUARY, 1932 


MILL SUPPLIES 


51 








DO YOU KNOW WHAT 


BALATA 


Batata is a gum imported from South Amer- 
ica, and among its features are great strength, 
absolutely waterproof and especially lasting or 
non-deteriorating qualities. It is used to impreg- 
nate heavy and closely woven duck, thus making 
VICTOR BALATA BELTING,—a belt which has 
great strength, is absolutely waterproof and will 
render long and uninterrupted service. 


VICTOR BALATA belting is stronger than leather 
belting, tougher, more flexible, and generally ap- 
plicable, and it costs a whole lot less. 





VICTOR BALATA belting meets specific needs 
of industry—for elevator, conveyor and trans- 
mission. It will pay you to investigate the possi- 
bilities which VICTOR BALATA belting offers 


you for securing new business in your territory. 


And the VICTOR BALATA constructive dis- 


tribution plan will uncover belting business you 
never knew existed. 


VICTOR BALATA & TEXTILE BELTING CO., 38 Murray Street, NEW YORK 









Ss Se 
and its relationship 
to your problem of 
more belting sales 


THE PLAN— 


A sales policy that recognizes the industrial distributor 
as the logical sales outlet for Victor Balata Belting and 
provides full cooperation with the distributor and his 
salesmen by: 


1. Offering product and market application 
charts which point out definite sales op- 
portunities with Victor Balata belting. 


2. Presenting market determination data 
monthly in MILL SUPPLIES Magazine for 


use of your salesmen. 


3. Supplying complete sales manuals for your 
salesmen. 


4. Affording thorough protection and allow- 


ing distributors a really adequate and 
attractive margin of profit. 


THE LINE- 


Victor Balata Belting—the best ‘Easton’ White Solid Woven 
all-around belt for driving, Cotton Belting—for light con- 
conveying and elevating. Water- veying and elevating. 

proof — weatherproof — sanitary— 


durable. Recommended for sand, “‘Penntex'’ Solid interwoven 
gravel, brick, clay, stone and Belting—for transmission and 


coal industries, as well as for conveying under heat and acid 
all industrial purposes. conditions. 


“Bilt-Rite’’ Conveyor Belting— 
the latest development in a belt Package Conveyor Belts—solid 
to resist abrasion such as crushed = oven and inner-stitched canvas 
rock, sand and gravel, ete. or conveying all types of ma- 


terials. 
Canvas Stiched Belting—for 
driving and conveying. Recom- “Vietor’’ Endless Thresher and 


mended for agricultural uses. Tractor Belts—constructed with 
package conveyors, sand han- the improved bias tap. 
dling, ete. 
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Don’t Overlook 
the New Demand 


for Modern Paint Spray Equipment 
IMPERIAL 


Spray painting is the order of the 
present era. Industrial plants are 
but one of the many groups who 
have come to appreciate the 
speed, efficiency and economy of 
this modern form of paint appli- 
cation. In your territory are in- 
numerable sales opportunities, not 
only among industrials, but in a 
variety of fields—if you handle the right line. IMPERIAL is the 
right line. It is complete, modern, economical, fast—remarkable 
in general performance. The profit margin on every sale is attrac- 
tive. We will help you in your selling efforts. Write for the com- 
plete story. 


THE IMPERIAL BRASS MFG. CO. 
511 So. Racine Ave. Chicago, U. S. A. 
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Always An Eye Open for 
Greater Hack Saw Profits 


HE Wolves of Lenox, known to your customers and 
prospects as the rugged, clear-cutting, slashing Hack 
Saw blades without equal, are ready and eager to boost 
your profits and to bring you new customers. They are 
ey packaged in plaid and backed by a strong sales 
plan. 
Get the details today. 


“The Toots in the Plait Bor” 


AMERICAN SAW & MFG. CO. 
Springfield, Mass. 
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Theodore C. Ulmer Opens New 
Rubber Department 
Theodore C. Ulmer, Philadelphia, 
has recently opened up a new depart- 
ment to handle mechanical rubber 
goods distributing B. F. Goodrich 
Rubber Company’s products, under 
the supervision of S. H. Stone, Jr., 
formerly with the U. S. Rubber 
Company. 
>. + 
Canton Supply Adds Powder 
Magazine 
The Canton Supply Company, Can- 
ton, Ohio, has just added a new 
$10,000 approved powder magazine. 
This company is now handling the 
Atlas Powder Company line. 
e¢ + « 


Sager-Spuck Profits by 
Specializing on Pumps 

Mr. A. J. Wynkoop, pump Special- 
ist for the Sager-Spuck Supply Com- 
pany of Albany, New York, has been 
largely instrumental in selling over 
three thousand pumps in the Albany 
territory since that company started 
to specialize on pumps. . 

Most of these were sold on farms 
or country estates but many larger 
sizes go to municipalities, industrial 
plants, golf courses, etc. Most of the 
pumps for household use are han- 
dled through plumbers. Mr. Wyn- 
koop firmly believes that, due to the 
plumber’s close contact with the home 
owner or builder, he is much better 
equipped to secure this business on 
an economical basis than is the dis- 
tributor’s salesman. 

It is true, of course, that distrib- 
utors can obtain building reports 
which will give them a good line on 
pump prospects but the Sager-Spuck 
Supply Company has found that they 
are unable to call on most of these 
prospects and make a profit on the 
sale. 

“Even in cases where the plumber 
has difficulty in choosing the sale and 
must call on us for help,” states Mr. 
Wynkoop, “the time necessary to 
close the sale is so much less than it 
would be if the call were made cold, 
that the business can be taken at a 
profit.” 

In selling pumps to municipalities, 
Mr. Wynkoop usually does most of 
his contact work with the engineer, 
showing him why his pump will de- 
liver better results than any other. 
Building reports furnish the leads 
for these prospects. (Turn to page 58) 
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IN THE SPOTLIGHI 


Wherever there is pipework to 
be done, Williams “Vulcan 
Superior” Vise is in the spot- 
light. New in design, it is small, 
compact and light yet unbreak- 
able—wholly made of tough 
wrought steel with drop-forged 
base, jaws, handle and chain- 
arm. 





“Vulcan Superior” has the han- 
dle on top—more convenient, 
quicker and easier to operate. 
Jaws are reversible, providing 
double the usual wearing sur- 
face.... Capacity is greater— 
“Vulcan Superior” takes pipe 
one-half inch larger than cor- 
responding sizes in other vises. 


Two sizes: No. 11 for pipe % 
to 22 inches. No. 12 for pipe 
Ys to 4% inches. Supplied in 
two styles of finish: Chrome- 
plated; standard, with orange 
panel in jaw. 

There is a ready market for this 
better vise among your present 
customers. Ask for literature 
and prices. 


J. H. WILLIAMS & CO. 
“The Drop- Forging People” 
75 SPRING ST. NEW YORK 


SUPERIOR 
CHAIN PIPE VISE BUY FROM YOUR DISTRIBUTOR 


WESTERN WAREHOUSE, SALES OFFICE, CHICAGO. -- WORKS, BUFFALO, N. Y. 
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Distinguished member 
of a noble line 


HIS patented stillson type wrench by Maydole will outpoint 

any contender for sales honors. It’s 10% to 30% stronger 
and its extra strength isn’t its whole appeal. You can take it 
apart or assemble it in 30 seconds flat. No rivet holes to sap 
bar or spring strength. Nut guard prevents unintentional adjust- 
ment changes. Springs are extra strong. Steel and workmanship 
are Maydole standard—nothing better for over a century. 







Seld exclusively through recognized trade chanenls. Sell Maydoles 
because Maydoles sell. 


We'll gladly go into details with you. Write. 





. MAYDOLE 
Quality in 


Maydole Hammers 
Maydole Hatchets 
Norwich Hammers 
Maydole Cold Chisels 
Maydole Punches 
Maydole Wrenches 


DAVID MAYDOLE TOOL CORP., Norwich, N. Y. 


Sell MAYDOLE 








, 


SIMPLEX 


Steel Slide 





DESMOND 


Grinding Wheel Dressers 
and Cutters 


No. 0 Desmond Cutters Simplex Machinists Vise 





Ht w to 


advantage to 
specify the Desmond line as it 
is the only complete line of 
Dressers and Cutters, as they 
are guaranteed to give complete 
satisfaction and are nationally 


your 


advertised. We are headquar- 
ters for all types of dressers 
and cutters. 





The Simplex front jaw slide is 
unbreakable, being machined from 
a solid bar of steel. Removable 
tool steel jaw inserts with usual 
screw fastenings reinforced by 
steel dowels. Square cut screw of 
high tensile strength steel insures 
maximum pull. 
Simplex Steel 
noted for 
economy. 


Slide 
their 


Vises are 
strength and 


Write for new catalog sheets on Dressers, Cutters and Vises. 


The Desmond-Stephan Mfg. Co. 


URBANA, OHIO 





Way Back When 
The Gattshalls 























1931 


Facsimile of place cards at dinner given 
in honor of the twenty-fifth anniversary 
of the marriage of Mr. and Mrs. R. M. 
Gattshall. Mr. Gattshall is the director 
of the Joint Merchandising Committee of 

the Mill Supply Business 


Handlan-Buck Represents 
Corley-DeW olf 
The Handlan-Buck Manufactur- 
ing Company, St. Louis, has decided 
to represent the Corley-DeWolf 
Company, Elizabeth, New Jersey, on 
its line of unions and union fittings. 
Handlan-Buck has been given the 


| exclusive franchise for the St. Louis 


territory and E. G. Brinkmeyer, the 
general manager, informs us that a 
stock has already been put in. 

Mr. Brinkmeyer states that all 


| salesmen have been well schooled on 


the Corley products and informed on 
the markets for them among rail- 


| roads and industrials. 
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@ One hack saw where formerly two were required — ten 
where twenty were necessary! What a saving with the new 
Star Molybdenum Heavy Duty, Extra Value Hack Saw!/— 
And it does the work. It does anything that any heavy-duty 
hack saw can do—and yet saves about one-half the cost. 
eThe Star ‘““Moly”’ Blade, Clemson’s latest achievement, uses 
Molybdenum, an American mined metal, properly treated by 
special Clemson process to produce a blade of the necessary 
qualities to stand up under heavy-duty service. And, due to the 
lower cost of Molybdenum, you can sell the Star “’Moly”’ at a HAND— POWER 


saving of about one-half—still maintaining your own margin of 


profit. @ Prices, discounts and further information on request. 


CLEMSON BROS, Inc. ,, <> 


MIDDLETOWN NEW YORK HACK SAWS 


Pe. POLE OF ead soa av @® 1717 
bE aR ae oe, eget LA , 
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DRIVING A NAIL! 


Kester Saves time and money in 
production work, and in mainte- 
nance of equipment! 


@ Good-bye Grief! Kester Solder 
makes soldering the easiest kind of job! 
Workers like to use Kester. It’s easy 
... convenient. All they have to do is 
apply heat and then do the job. Because 
instead of having separate fluxes to get 
spilled or lost ... Kester carries a scien- 
ufically prepared flux inside itself. 

Here's the solder that'll cut down 
soldering time in your plant by a full 
one-third. Use it in production work 
and in maintenance of equipment too. 

And remember .. . Kester 1s the 
original flux-core solder. Its metals are 
pure... even better than the A.S.T.M. 
says they have to be! Write our Indus- 
trial Development Department and get 
the right answer to any soldering prob- 
lem. No obligation. 

Money for Mill Supply Houses! 
Talk about quality! Talk about advertis- 
ing! Kester tops the field in both. Kester 
Solder is known about... talked about 
... demanded for both production and 
maintenance work.There’s a big chance 
for neat profits here. Don’t miss it! 
KESTER SOLDER Co., Inc. 1899. Alain Office 
and Plant, 4215 Wrightwood Avenue, 
Chicago. Eastern Plant, Newark, N. J. 


Canada— Kester Solder Co. of Canada, Ltd., 
Brantford, Ont. 





Kester Acid-Core Solder 
Kester Rosin-Core Solder 
Kester Paste-Core Solder 
Also— 
Kester Nosput-Core Solder, 
Kester ‘‘A”’-Core Solder, Bar 
Solder, and Solid Wire Solder 


KESTER 


FLUX-CORE 
OntwDER 


Aectd-Core . Paste-Core . Resin-Core 


easy to use 

















This is a corner of the Warren and Bailey 
Company store at 198 Second Street, San 
Francisco. This firm is factory distributor 
for such well known lines as Ashton valves, 
Mason regulators, Charles A. Schieren 
belting, Jenkins Brothers’, Strong, Carlisle 
and Hammond’s and Henry Vogt Machine 
Company’s. 


Who’s Who 

(Continued from page 16) 
served as assistant manager of the 
Mt. Hood Railway and Power Com- 
pany of Portland, Oregon, but his 
company was absorbed by the local 
electric service company. The next 
step was to the position of purchas- 
ing agent and traffic manager for 
the Wilamette Iron and Steel Works, 
which he first assumed in 1912 and 
again in 1916 and held until May, 
1922. The years 1914 and 1915 
were spent on the road as a traveling 
salesman. During the war there was 
great activity in this company, in 
ship building and allied lines, and at 
the peak of this activity he some- 
times bought as much as 10 million 
dollars’ worth of equipment and sup- 
plies in a single year. This gave him 
a very broad and thorough knowl- 
edge of a great variety of industrial 
supplies, which was to be a great 
asset to him in the industrial distribu- 
tion business which he was finally 
to enter. 





he had very vividly impressed upon 
him the difficulty of getting high 
grade lines of tools and supplies in 
the Pacific Northwest. He had to 
send east for many items and then 
wait a long time for delivery. Ap- 
parently, there was no one in his 
territory catering exclusively to the 
distribution of a complete line of in- 
dustrial supplies. This gave him the 
bers of starting in business for him- 
self, as a manufacturers’ agent on 
|May 1, 1922. He rented a small 
| Space, bought his old desk and chair 
| from the Wilamette and went at it. 
| Because of his past contacts with 
| eastern manufacturers, he had no 
| difficulty in getting lines, and very 
| good ones. But he did run into an- 
other condition almost as soon as he 
| started. His (Continued on page 88) 











In his work as purchasing agent, | 














DEXON 


Cadmium Plated 
Rust-Proof 
Hose Couplings 


Wherever hose is used 
“BOSS” Couplings are al- 
ways in active demand and 
their continued sales growth 
offers greater opportunities 
to jobbers than ever before. 


The sturdy qualities of the 
“BOSS” and their superior 
performance in service is 
well reflected in the ever 
growing demand and in- 
creased sales from distribu- 


tors’ stocks. 


“Boss” pe 
lings are so 
— resale only 





“BOSS” 
I. P. T. Male 
Coupling 


DIXON 


VALVE &COUPLING CO. 
PHILADELPHIA, PA. 
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FORGED 


Vor Gt 


HENRY VOGT MACHINE CO., LOUISVILLE, KY. 


New York, Chicago, Cleveland, Philadelphia, Dallas 


Manufacturers of Drop Forged Steel Valves and Fittings, Oil Refinery Equipment,Water Tube Boilers 
Ice Making and Refrigerating Machinery, Heat Exchangers 





CATALOG F-7 COVERS OUR 
COMPLETE LINE OF VALVES, 
FITTINGS AND FLANGES 
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SEL F- 


MYERS OILING 


POWER PUMPS 


Safe, simple, compact, self-oiling units, complete with reliable 
motors or engines ready for installation are satisfactorily solv- 
ing the water problems of industry and agriculture. They pro- 
vide an abundance of water at an extremely low cost and their 
adaptability to a wide range of service has created a ready de- 
mand for them in all fields of human endeavor. 

Myers Self-Oiling Power Pumps are but one of 
the many lines of Myers Hand and Power Pumps 
for any purpose up to ten thousand gallons of 
water per hour. For prompt reply and complete 
information address your inquiry for the atten- 
tion of our Engineering Department. 








+ AiR VALVE 














THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 


PUMPS—WATER SYSTEMS-—HAY TOOLS—DOOR HANGERS 
































Specialize on | 


MONARCH Transmission and 
Material Handling Equipment 


A connection that offers an unusual 
opportunity for larger sales, because we 
make a complete line, which includes: 


Bearings 
Hangers 

Pillow Blocks 
Shaft Couplings 
Pulleys 

V-Belt Drives 


Belt Conveyors 
Screw Conveyors 
Bucket Elevators 
Feeders 

Bin Gates 





and many other 


Elevator items 





for the industrial and 
construction industries. 


A man is judged by the 
company he keeps — a 
mill supply dealer by the account he han- 
dles. 





Why not investigate this unusual source of 
supply. Catalogs on request. 


Sprout, Waldron & Co., Inc. 
1240 Sherman St. Muncy, Pa. 





Wing Type Pulley 














The MONARCH Line » 




















Sager-Spuck Profits 
by Specializing on Pumps 
(Continued from page 52) 
Mr. Wynkoop has found that, gen- 


| eral opinion to the contrary, the aver- 


age municipal employer is anxious 
to purchase that equipment which 
will deliver the most economical serv- 
ice for the municipality. Further, in 
selling municipality engineers, sales- 
men must be prepared to sell the 
capabilities of their equipment on an 
engineering basis. Mr. Wynkoop’s 


| experience has been that not only 


does the engineer want to know what 


| the pump will do in the way of per- 


formance, but he also wants to know 


| how the pump is constructed and 
| something about the materials from 





which it is made. 


The salesman must know the capa- 
bilities of his equipment thoroughly. 
In calling on a golf course, Mr. Wyn- 
koop found that an antiquated piston 
style pump was in use. The care- 
taker was not convinced that a mod- 
ern pump would do his work more 
efficiently, so an offer to install a 
pump on trial had to be made. When 
the customer realized that he was 
getting increased pressure at a lower 
operating cost, he was convinced of 
the truth of Mr. Wynkoop’s claims. 
However, had not the specifications 
been properly made, the operation 
of the pump would not have borne 


| out the claims made for it. 


Sager-Spuck have found the serv- 
icing of all kinds of pumps to be a 
profitable business. Their prospects 
increase, of course, as the number of 
installations in the territory becomes 
larger. Also, Mr. Wynkoop states 
that the servicing of pumps enables 
him to keep in very close touch with 
the needs of users for new equip- 
ment. 

In addition to strictly pump sales, 
many opportunities arise for the sale 
of hose and pump parts, and often, 
in contacting jobs under construction, 
Mr. Wynkoop has been able to sell 
other items of construction material 
and lighting equipment. 

Sager-Spuck Supply Company are 
thoroughly convinced of the fact that 
specialization on pumps and pump 
parts not only helps them to increase 
their volume but adds to the service 
which they are able to render to their 
customers. Through their ability to 
service the products they sell, they 
induce the customer to come to them 
with all his wants in this line. 


—— 
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SCREWS 





°/Chrome- 
Mo-lyls-clen-um 


/50% S TRO N Ie ER 
(25% HARDER 
than former ALLEN SCREWS 


THESE NEW SCREWS of Chrome-Molybdenum steel give Allen Jobbers the strongest 























sales-points ever applied to Hollow Screws. 50% stronger, 25% harder—reinforced 

with the economy of NO REJECTS. Your Allen man—with Testing Machine — will 

rove the unparalleled strength of the screws in inch-pounds resistance at the breaking- 

oint. He'll cooperate with you by demonstrations in your customers’ plants, where 
desired New prod sales- methods for new sales-RE 


THE ALLEN MEG. COMPANY 


HaARrrrorn, Conn. WU. §.A. 
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“What's Selling 
in My Territory?” 





Based on reports from dis- 

tributors, comparing vol- 

ume of business for the 

month ending January 

15, 1932, with business 1 a cig 

during the corresponding | D® = 5% increase 
period of 1930. |e = Decrease 


= 5% decrease 
*Better comparison than last month 








KEY TO CHART 

























NEW MIDDLE EAST WEST 
ENGLAND |ATLANTIC | CENTRAL | CENTRAL 


Increase | Decrease Increase |Decrease Increase | Decrease Increase | Decrease Increase 






—— UTHERN| WESTERN 





Decrease Increase 













Conveyor * 


* 
| 


ee 
\Concrete Forms, Road, 
| Curb, etc. 





|\Conveyors, Portable Riis Dain 





f 
\Cranes and Shovels 





|Electric Tools— : 
it Drills, Hammers, etc. 





|Engines, Gas, etc. 





[canting Wheels, Wire i“ 
| Wheels, Brushes (Prod.) 
[Hand Tools—Saws, 
mers, etc. 





Hoists—Chain, Electric, _ 





Machine Tools and Equip- 
ment 





M Goods 


etc. 









Nuts, Bolts, and Rivets 


Paint Spraying Equipment 


Pavers and Mixers 


Pipe, Valves and Fittings 





Pneumatic Toois 












Pumps 






| Safety Fire Ex- 







|Shop Brooms, 


Tools, Pipe Threading 





| Tractors and Graders 











T: ons Equip - 
Belting, Pulleys, etc. 
“V".Belt Drives 


| ete. 





| Wire Rope 
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NG PARTS WITH METALLIC 


QUICK Repeat Sales make QUICK Profits 


with LUBRIPLATE—the METAL-DEPOSITING lubricant 


Mill supply houses stocking Lubriplate report 
widespread engineering interest and quick repeat 
orders . . . Plant men everywhere recognize its 
revolutionary character . . . Tested against ortho- 
dox non-plating lubricants, Lubriplate clearly dem- 
onstrates savings and heightened plant efficiency, 
and gives mill supply salesmen a unique product 
story to tell, And our broad sales policy makes 
Lubriplate a profitable proposition to handle. 
Read the story below—then write us for full 
details of our distributor offer. 


As is well known, all working steel and iron parts 
wear when subjected to heavy loads and the vibra- 
tions, strains and stresses due to high speeds. Worn 
and pitted gear teeth result. Ball and roller bear- 
ings pit and break up. Shaft and bearings wear 
down. Chain links wear and the chain slackens. 
Orthodox lubrication, of course, greatly lessens 
these deteriorations but only Lubriplate effec- 
tively prevents them. In fact Lubriplate is a dual 
function product. It 


ly designed gears, bearings, chains, etc., are forever 
at work, forever causing oxidation and rapid wear. 
Lubriplate—by virtue of a patented formula—pre- 
vents this deterioration of iron and steel parts. The 
processissimple. Lubriplate utilizes the minute elec- 
tric discharges which are inseparable from working 
machine parts and actually deposits an infinitely 
thin film of metallic zine on all working surfaces. 
A dead smooth, highly polished perfect bearing 
surface is thus produced. 


Lubriplate definitely prevents the pitting of all steel 
and iron gears, the wear of steel shafts and bear- 
ings, the pitting and flaking of ball and roller bear- 
ings, the wear and stretching of drive chains. Rust 
and corrosion cannot exist where Lubriplate is 
used. In addition, Lubriplate has a truly remark- 
able surface tension. It preserves its original vis- 
cosity even at high speeds and temperatures. White 
in color, it stays white in use. Last but not least, 
Lubriplate costs no more than other high grade oils 
and greases—and does infinitely more to save 
power and to prolong life of equipment. 

We seek only high grade distributors. To these we 
offer a broad gauged sales policy, attractive prices 





and a free engineering 





lubricates —it metal- 
plates. In particular, 

it banishes electrolytic - 
corrosion and wear, 
which even in proper- 


service by experts. 
2 Some desirable terri- 
tories are still open. 
If interested, write for 





complete story. 


LUBRIPLATE CORPORATION, CHRYSLER BUILDING, NEW YORK 
“KEEPS NEW EQUIPMENT NEW—MAKES OLD EQUIPMENT NEWER” 
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New and Improved Industrial Products 








HE new adjustable arm bases 

being made by the Rockwood 
Manufacturing Company, Indian- 
apolis, have adjustable brackets or 
slide arms mounted on the pivoted 
angle iron arms with set screws. 
Adjustment for tracking of the belt 
can be made by moving one end 
only of the pivot shaft by means 
of the lead screws in the base. 














HE “rail-hugger” is a new trol- 

ley hoist developed by The Yale 
and Towne Manufacturing Com- 
pany, Philadelphia. It provides the 
closest headroom of any type of 
chain hoist 





SEAMLESS, flexible metallic 
tubing has just been placed on 
the market by the Bendix Aviation 


Corporation. This product can be 
effectively used in any of the fol- 
lowing general applications: fluid 
connections between moving parts; 
absorption of vibration and convey- 
ance of liquids, steam or gas. 











| 
| 
| 





A NEW pop safety valve made 
by the J. E. Lonergan Com- 
pany, Philadelphia, for use on oil 
filled boilers is made with the 
spring completely encased and pro- 
tected from contact with steam. 
This prevents the deposit of salt on 
the spring where saline water is 
used. The valve is made with Bene- 
dict bronze seats, discs, and ad- 
justable rings. The body is of mal- 
leable iron or bronze. 


STEM COLAm 


hi 
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HE “Slaset” lubricated rotor 

valve being made by the 
Lunkenheimer Company, Cincin- 
nati, is simple in design, consist- 
ing essentially of a straight- 
bored body and cylindrical rotor. 
It provides the advantages of 
self-lubrication, absolute sealing 
and easy turning. Satisfactory 
service is assured if the valve is 
properly installed and kept lu- 
bricated. 











SPEED reducer of the plane- 

tary type built integral with 
an electric motor, forming a single, 
neat and compact unit known as a 
motorized speed reducer, has re- 
cently been placed on the market 
by Gears and Forgings, Incorpor- 
ated, Cleveland. 























HE American Pulley Company, 

Philadelphia, has on the market 
a new pressed steel pulley or sheave 
for multiple V-belt drives. The 
term “Wedgbelt” has been applied 
to V-groove pulleys made by this 
company and complete drives are 
called “Wedgbelt drives.” Uniform 
angularity is under close control in 
the process of manufacture. The 
grooves are pressed from dies and 
unmarred by tool marks. 





HE Taft-Peirce Manufacturing 


Company, Woonsocket, Rhode 
Island, has recently made available 
to the machine shop industries an 
adjustable angle plate. The fixture 
consists of a tilting table 8 inches 
by 10 inches, hinged at one edge to 
a substantial base, which is rotat- 
able on a sub-base fitted with hold- 
ing lugs and a bottom key for secur- 
ing to the machine table. Table and 
base of ample proportions are made 
from well seasoned, fine-grained 
cast iron, ground to finish. 
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General versus 
Specialized Selling 


You know that certain of your salesmen like to sell and push the sale of 


certain lines, possibly belting or pipes and fittings or electric tools. Their 
sales records prove it. 





Mr. Sales Manager. 


eS 


We want to help you make specialists of your salesmen who like to sell 
portable electric tools. 


| Can they answer these questions ? 


1. Can a single phase universal tool be connected 
to a three phase circuit having the same voltage ? 
An everyday question. 


2. What precaution should be taken when using a 
long extension cable ? 


3. What effect does a variation of voltage have 
upon the life and efficiency of an electric motor ? 





The answers to the above dence. You will be pleased 


questions and many others with the results. 
are shown in the Stanley 
Electric Tool Manual. It is 
pocket size. Your sales- 
men should always have 
it with them. They will sell 
portable electric tools in- 


i telligently and with confi- 


The value of this Manual 
has been proven by the 
experience of Stanley dis- 
tributors. 


Write to us for a copy. 


Oe Big 








THE STANLEY ELECTRIC TOOL COMPANY 


NEW BRITAIN, CONN. 


Sales Offices and Service Stations: 


New York — Chicago — Philadelphia — Detroit — Boston — Buffalo — Cleveland — Cincinnati —Kansas City 
} Richmond — Dallas — Los Angeles — Seattle — San Francisco — Oakland — Montreal 


) STANLEY ELECTRIC TOOLS 










DRILLS 












SHEET METAL 


HAMMERS CUTTING TOOLS AERIAL GRINDERS 


SAFETY SAWS 
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New and Improved Industrial Products 

















N “American” safety carboy tilter is be- 

ing made by The American Pulley 
Company, Philadelphia. This device is made 
of pressed steel sections electrically arc 
welded at each joint so that it is practically 
of one piece construction. 





HE American Propeller Company, a di- 

vision of the Bendix Aviation Corpora- 
tion, South Bend, Indiana, has _ recently 
placed on the market a portable ventilating 
unit which may be adapted to a great variety 
of industries. The unit is constructed of 
l-inch tubing with a heavy angle iron base 
and may be mounted to the wall or ceiling. 








HE Curtis Pneumatic Machinery 

Company, St. Louis, has developed 
a new line of industrial compressors, 
known as Model C Timken bearing 
compressors, which it is now ready to 
place on the market. The complete 
line consists of 7 models, 5 of the 2- 
cylinder type, ranging in size from 
4% by 3% to 6% by 5 with a displace- 
ment of 25 cu. ft. to 125 cu. ft. and 
two of the four cylinder type. 





NEW \%-inch capacity super-sen- 

sitive high speed tapping attach- 
ment, capable of tapping holes at 3,000 
r. p. m., has recently been developed 
by the Procunier Safety Chuck Com- 
pany, Chicago. The cushion-like ac- 
tion of the “double-cone” cork friction 
clutch is said to be remarkably efficient. 














7 HE wide swing floor grinder being made by 
the Hisey-Wolf Machine Company, Cincin- 
nati, is equipped with four ball bearings and 
is particularly adapted for grinding stove and 
‘furnace castings, as well as other large and 
irregular shaped pieces. 
grade oversize ball bearings, mounted in end 
caps in closest proximity to the wheels. They 
are completely enclosed and protected from 
dust and grit. 
permit full view and access while machine is in 
operation. 


Bearings are high 


Inspection covers on end will 











‘i. S. G. Taylor 
Chain Company, 
Hammond, Indiana, 
announces a new 
type of chain for use 
on drag lines. The 
principal feature 
claimed for this 
chain is that it will 
resist a great deal of 
wear. 








NEW _instru- 

ment type liquid 
level controller is 
now being marketed 
by Neilan Company, 
Limited, Los An- 
geles. This con- 
troller has been de- 
veloped for the ex- 
press purpose of 
controlling the levels 
of liquids of high 
gravities. 
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SELLS 33 AL-LITE HOISTS IN 
THIRTY WEEKS; NEW RECORD 











Frazee C. Bentley 











Mr. Bentley is a student of the “Demonstration 
School” of salesmanship. He carries a half-ton 
Al-Lite on every call—and sometimes sells it on 
the spot! 





DAYTON SALESMAN 
BASES HIS APPEAL 
ON DEMONSTRATION 
Carries Half Ton Al-Lite 
On All Visits 
“That EXTRA something” that sells 
hoists—Bentley has it. Al-Lite has it. 


No wonder you get a sales record when 
the two of them get together. 





A few months ago when Mr. Frazee C. 
Bentley of the Dayton, Ohio branch of 
E. A. Kinsey Company got his first 
glimpse of an Al-Lite Alcoa aluminum 
hoist, he was SOLD. And he knew 
enough about the materials handling 
situation to be convinced that Al-Lite 
was the hoist of the hour. Labor-Saving 
LIGHTNESS ... Certified SAFETY ... 
exceptional DURABILITY—these are 
the features today’s production man- 
agers demand. Just show them Al-Lite! 


Was Bentley right? His record over a 
thirty weeks period is proof enough: 33 
hard-working Al-Lite Alcoa Aluminum 
Alloy Hoists now going strong in his 
territory. 


Al-Lite Can Bolster Up YOUR Profits! 


What Al-Lite has done for Bentley’s 
sales record, Al-Lite can do for yours. 
In YOUR territory there are hundreds 
of applications for Al-Lite. In each case, 
this new aluminum hoist can do the job 
easier, quicker, and AT A LOWER 
COST. Scores of plant, maintenance 
and production managers are WAITING 
for a tool like Al-Lite. 


1/3 Lighter—Exceptional 
Strength 


In Al-Lite you have lightness and 
strength effectively combined. One 
man can easily carry an Al-Lite hoist 
about, mount a ladder SAFELY and 
hook it in place. Yet Al-Lite, despite 
this amazing lightness, has a safety 
factor of 5 to 1. 


Certified Safety 


Because of a new, patented Safety 
Governor NO WORKMAN CAN 
THOUGHTLESSLY OVERLOAD AN 





AL-LITE. Automatically, overload in 
excess of 50% rated capacity of hoist 
is indicated. The hoist, as well as its 





Close-up of the patented Al-Lite Safety Governor. 
Works automatically; indicates and prevents 
overloading in excess of 50% rated capacity of 
hoist; operates entirely independent of load brake. 


load, is protected. Al-Lite offers you 
abundant sales advantages. Write us 
today for details on its long list of im- 
Chisholm-Moore Hoist 
Corp., Tonawanda, N. Y. (Division 
Columbus-McKinnon Chain Corp.) 


( a oe 


provements. 














LATE NEWS FLASHES 
FROM THE FIELD 











Chisholm-Moore Launches 
“Business Builder”; Wins 


Enthusiastic Applause 


In keeping with the continuous im- 
provement in C-M products, the Chis- 
holm-Moore Hoist Corporation now 
offers to the exclusive distributor and 
his salesmen a brand new idea in mer- 
chandising—a real selling aid. 


It is called the BUSINESS BUILDER. 
NOTHING LIKE IT HAS EVER BEEN 
OFFERED TO THE DISTRIBUTOR 
OF MATERIALS ; 
HANDLING /~_ 
EQUIPMENT. The | 

BUSINESS |! 
BUILDER each 
month brings | 
sound selling facts. 
It gives new ideas, 
tells where to go 








for more business, 





shows how other people are selling 
Al-Lite and other C-M hoists. It’s 


crammed full of real “meat.” 


Gives Exclusive Distributor 
Big Advantage 


The big problem today is knowing 
WHERE to sell a product; HOW to ap- 
ply it to the problems of each industry. 
That’s just what the Business Builder 
does. It presents to each salesman any 
number of likely prospects. It gives 
him the URGE TO GO OUT AND 
START SALES. 


ae Vows you like this month’s 


copy of the C-M “Business 
Builder?” It will be mailed to you 
free, and without obligation. Just 
send this coupon to Chisholm-Moore 
Hoist Corp., Tonawanda, N. Y. 
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HE Stantley 
Works, New Bri- 
tain, Connecticut, an- 
nounce a new electric 


NEW line of pres- 

sure control in- 

struments, manufac- 

, tured by the Mason 

band tightener for use | Regulator Company of 

in shipping depart- | Boston, is featured by 
ments and wherever 


“cle the Rota-Port Syn- 
else metal strapping is chronizer, which en- 
used. Operating auto- ables the instrument 
matically, the band to be synchronized in- 
tightener will speed stantly. A new prin- 
up strapping opera- ciple of design insures 
tions, give high ten- 


es 7 ; . : 4 a definite movement 
sioning for banding large units, and insure a uniform, 


: L of the diaphragm con- 
predetermined tension to each band. trol valve for every 


| movement of the con- 
trol element. 














HE Chicago 

Pneumatic Tool 
Company, New 
York,, is introducing 
a new ring valve 
chipping hammer 
designed to be used 
for chipping work 
on grey iron and 
steel castings, calk- 
ing, scaling, flue-beading, trimming flush head rivets, and 
so on. The valve is a simple band ring placed over the 
end of the cylinder and having only g& inch to # inch 
movement depending upon the size of the hammer. This 
construction permits the complete elimination of valve 
case and dowel pins. Another exclusive feature is a new 
locking device which automatically tightens the handle. 


NEW one gallon pressure 

type fire extinguisher, em- 
bodying many improvements 

| has been announced by the Py- 
rene Manufacturing Company. 
This new model is so designed 
that the operating valve is at the 
back instead of the front when 
the extinguisher hangs on the 
wall, This feature was purposely 
designed to remove the oper- 
ating valve from _ accidental 
opening and to discourage tam- 
pering. The liquid and air pres- 
sure gages are located where 
they may be clearly seen for 
<3. _ - ; ; the purpose of inspection. De- 

| tails on request. 


a ge ee 




















A NEW ssteel super- | 
clamp having tem- ; St, - 
pered frame and_hard- | 

ened screw, is now being 

offered by the Cincinnati 

Tool Company, Cincin- | NEW 
nati. This new number get 
44 clamp is approximate- 

ly the same weight asthe | 
malleable standard car- | 
riage clamp but is said to | 
have twice the resistance | 
to both tensile and trans- 
verse strains. 


speedy, air- 
operated valve grind- 

er, designed to meet the 
needs of all repair and 
service stations, garages 
and automotive’ shops 
equipped with compres- 
| sors, is being produced by 
| the Cleveland Pneumatic 
Tool Company, Cleveland. 
— — ! ; Among the chief advan- 
| tages of this light weight 

| valve grinder are its size 
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HE F. A. B. Manu- 

facturing Company, 
Oakland, California, has 
announced an improved 
type of flexible cou- 
pling which in addition 
to compensating for 
parallel and angular 
misalignment, or com- 
binations of both, em- 
bodies a_ shock-resist- 
ing feature and method 
of eliminating  vibra- 
tion. The manufactur- 
ers state that the im- 
proved coupling will op- 
erate noiselessly at 3450 
r.p.m. 






Type R Rubber Bushed Coupling 





and shape which make for 
easy and convenient han- 
dling; its speed; the fact 
that it operates with no 
vibration and requires no 
adjustment. The grinder 
operates automatically 
when pressure is applied 
by the operator and its 
speed is increased or di- 
minished according to the 
pressure applied. It is so 
sensitive that the operator 
can “feel” when the valve 
is correctly seated. Write 
the manufacturer for fur- 
ther information. 








Type SL Leather Disc Coupling 
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ANNOUNCING 











for General Use In 


A Line of Carbide Cutters 


for Mill Supply House Distribution 


ARMSTRONG TOOL FOLDERS 


RMSTRONG BROS. TOOL 
CO. announces a Line of Car- 
bide Tool Holder Cutters to be 
sold through the Mill Supply Dis- 
tributors in conjunction’ with 
ARMSTRONG TOOL HOLDERS. 
You are now able to furnish Carbide 
Cutters to your customers, a thing 
that heretofore you have been unable 
to do. 

Designed for General Use 
Armide Cutters, perfected for general 
machine shop and tool room use, come 
in sizes and shapes to fit standard 
ARMSTRONG TOOL HOLDERS—the 
tool holders used in over 96% of the ma- 
chine shops and tool rooms. They permit 
materially increased speeds and feeds on 
all ordinary turning operations, and the 
machining of the toughest alloy steels, 
of hardened steels without annealling, of 
heavily scaled or sand-filled castings 
without appreciable loss of tool edge. 
Armide Cutters also permit the machin- 
ing, in ordinary machine tools, of such 
extraordinary substances as: glass, stone, 
hard rubber, bakelite and synthetic plas- 
tics; and the softest brasses and alumi- 


nums. 





dh 


“A”"—R.H. “BY—L. 
Turning Sauke 





Armide—An Improved Carbide 


Armide is an improved Carbide Cutting 
Metal—a Carbide Alloy. Because it is 
an alloy, it takes a keener edge and a 
higher polish. Because it is an alloy it is 
tougher than previous carbides and is 
more able to withstand shock, impact 
and internal strains, is ideal for lathe 
work. Armide approaches the diamond 
in hardness and wearing qualities and 
reduces tool grinding to an absolute 
minimum, It is unsurpassed in cutting 
qualities by any other cutting-carbide. 
All shops will be interested in Armide 
Cutters—in lowered cutting-costs, greater 


production, the saving of complete oper- 
ations and of men and machine time, 
and, in the greatly increased range of 










TRADE MARK REG.IN U.S. PAT. OF FICE 
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“oC”... <o7p°*_., oon? 
Square Round Threading 
Nose 


possible work and products that they 
permit from existing equipment. 

Armide Cutters will soon be announced to 
your customers. Be ready to take full advan- 
tage of the large and profitable business that 
will follow. Send for Armide Cutter Catalog 
Sheets and full information on Armide Cut- 
ters and ARMSTRONG Carbide TOOL HOLD- 


ERS. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People" 
305 N. Francisco Avenue 
CHICAGO, U.S. A. 
LONDON BRANCH 
ARMSTRONG BROS. TOOL CO., LTD. 
35 Upper Thames Street 
LONDON, E. C. 4, ENGLAND 











Manufacturers Tell Us » » 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 


Brisbin on Collections 


ON BRISBIN, vice-presi- 

D dent, The Columbus Mc- 

Kinnon Chain Corporation, 

has had a collection story printed in 

miniature folder form entitled “When 

a Bill in the Waste Basket Is Worth 
Two on the Payer’s Desk.” 


The story runs something like this : 

“A friend of ours had trouble in 
collecting from a customer. 

“After sending him a number of 
letters and receiving no response 
they wrote him a threatening letter. 
They got this reply. 

“*What do you mean by sending 
me a letter like the one you wrote 
me on the tenth? I know how to 
run my. business. 

“ “Every month I place all my bills 
in the waste-basket, and then figure 
cut how much money I have to pay 
my accounts. 

“*Next I blindfold my bookkeeper 
and have her draw as many bills out 
of the basket as I have money to 
pay for. If you don’t like my way 
of doing business, I won’t even put 
your bills in the basket.’ ” 


* * ok 


Ryerson Buys Taylor Steel 
Division 

Joseph T. Ryerson and Son, In- 
corporated, have purchased the stock 
and good will of the steel depart- 
ment of H. D. Taylor and Company, 
Buffalo, New York, effective Janu- 
ary 15. 

The stocks taken over by Ryerson 
include hot and cold rolled bars, 
shapes, plates, sheets, and so on. The 
Ryerson plants are now established 
in Chicago, Milwaukee, St. Louis, 
Cincinnati, Detroit, Cleveland, Buf- 
falo, Boston, Philadelphia and Jer- 
sey City. 

The H. D. Taylor Company, one 
of the leading wholesale merchants of 
Buffalo, will continue to serve the 
trade through its enlarged hardware 
and mill supply divisions. 


68 











John T. Potts 


Potts Continues With Hewitt 
Gutta-Percha 

John T. Potts, recently appointed 
president of The Galigher Company, 
Salt Lake City, will spend the greater 
part of his personal sales efforts in 
the interests of the Hewitt Gutta- 
Percha Rubber Corporation. 

Mr. Potts was connected for a 
number of years with the Garlock 
Packing Company as salesman, cov- 
ering the intermountain states. 

From 1917 until 1927 he covered 
the same territory for the Gutta- 
Percha Rubber Manufacturing Com- 
pany. In 1927, Mr. Potts was ap- 
pointed general sales manager of the 
Hewitt-Gutta Percha Rubber Cor- 
poration which was formed in 1926 
by the merger of the Hewitt Rubber 
Company and the Gutta Percha and 
Rubber Manufacturing Company. 

He became a director in the above 
named organization in 1930 and vice- 
president in 1931. 

The sudden death of Mr. J. E. 
Galigher of the Galigher Company 
caused Mr. Potts to accept the presi- 
dency of this company in which he 
had a financial interest. 





Mr. Potts will be assisted in his 
rubber sales work. by men who 
worked with him when he first estab- 
lished Hewitt-Gutta Percha in this 
territory. 


Regarding the Galigher Company, 
Mr. Potts will bend every effort to 
improve the representation offered to 
manufacturers by this company. His 
training as a manufacturer’s repre- 
sentative should be of immense help 
in accomplishing his job. 


* * * 


Ross Addresses Leather Belting 
Club 


At a meeting of the Leather Belt- 
ing Club of Chicago on January 20, 
1932, A. R. Ross of the Kritzer 
Company, Chicago, addressed the 
members on the features of the float- 
ing motor drive base, which is man- 
ufactured by that company. 


The drive, as explained by Mr. 
Ross, employs the torque of the mo- 
tor to maintain belt tension and is 
applicable to both flat belt drives and 
those employing V-belts. 

One motor base may be used with 
as many as six different motor rat- 
ings. Mr. Ross stressed the fact 
that this motor base tended to elim- 
inate the human element in the ad- 
justment of belts, a condition much 
to be desired. 

The meeting was attended by over 
20 members and guests, many of 
whom stated that the new year had 
brought with it an increase in busi- 
ness which was very heartening. 


* * * 


Otto Bernz Announces Price 
Reduction 


The Otto Bernz Company, Incor- 
porated, Newark, New Jersey, an- 
nounces a price reduction to distrib- 
utors on most styles of their “Al- 
ways Reliable” torches and some 
furnaces. This reduction went into 
effect on January 18. 
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ALL YOUR PUMP REQUIREMENTS 


IN ONE BOOK — 














GET THIS NEW CATALOG... 


Branches and agents 
in principal cities 


Make it work for you. You will find it a useful handbook for selecting pumps 
for any service your customers require. Use the coupon or write. 





fo nw re oo ee ow oe ee ee = 
GOULDS PUMPS INC., SENECA FALLS, N. Y., WORLD’S LARGEST MAKERS OF PUMPS EXCLUSIVELY 
! ’ Please send new 1932 General Catalog. 

i 
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Unusual New Idea Used in 
Schieren Folder 


A new folder issued by Charles A. 
Schieren Company, New York, is 
unusual and instructive in character. 

Besides printed matter describing 
the importance of proper tanning in 
the manufacture of leather belting, 
the novel folder contains six photo- 
graphs. Three of these show appli- 
cations of Schieren belting. On the 
back of each photograph is a short 
history of the particular belt in ques- 
tion which stresses the durability of 
Duxbak belting under strenuous use. 

The other three photographs are 
those of a walrus, the Schieren tan- 
neries and a Schieren belt being 
demonstrated. 

The idea of so affixing the photo- 
graphs that they may be removed 
and used in connection with sales 
work, is one which should be appeal- 
ing to distributors’ salesmen. 


* * * 


McNevin Addresses Keasbey and 
Mattison Sales Staff 

At a recent meeting of the sales 
force of the Keasbey and Mattison 
Company of Ambler, Pennsylvania, 
members were addressed by J. J. 
McNevin of Mitt Suppties on the 
mill supply field, the advantages to 
be derived from its cultivation and 
some methods of successfully carry- 
ing out a distributor sales plan. 


William D. Pomeroy Passes 


William D. Pomeroy, 57, general 
manager, vice-president and director 
of Goulds Pumps, Seneca Falls, New 
York, died suddenly on January 6. 
He had been in ill health for more 
than a year, having been a patient for 
the past several months at Clifton 
Springs Sanitarium. 


Mr. Pomeroy was born in Utica, 
where he received his early education, 
graduating in 1895 from Cornell 
University in electrical engineering. 
From 1901 to 1907 he was employed 
with the Bullock Electric Company 
of Cincinnati, a subsidiary of the 
Allis-Chalmers Manufacturing Com- 


pany. With that company he ad- 
vanced from draftsman to works 
manager. 


In 1907 he came to Seneca Falls 
as works manager of The Goulds 
Manufacturing Company. In 1915 
he was made general manager and 
for several years past he has held 
that position as well as having been 
elected a vice-president and director 
of the company. 


A year ago Mr. Pomeroy was 
awarded the Melville Medal by the 
A.S.M.E. for a paper, which he pre- 
pared jointly with Prof. Herman 
Diederichs of Cornell University. He 
gained widespread fame in engineer- 
ing and manufacturing circles and 
recently was elected to membership 
in Sigma Xi, 





A group of salesmen from Manning, Maxwell and Moore of New York, who spent a 
y inspecting the new materials handling division of The Yale and Towne Manufac- 


uring Company in Philadelphia. 


Kneeling, from left to right, are: 
and Towne; Brown, Walde, Gossweiler, and Clap, Yale and Towne. 
bins, Cisko, Sheldon, Edelman, Kelly, and Wagner. 


Redmond, Yale 
Standing: Steb- 





John F. Mitchell 


John F. Mitchell Back from 
Europe for Visit 

John F. Mitchell, formerly of 54 
Alma Street, Belmont, Massachusetts, 
and for a year assistant to W. W. 
Shields, manager of the Boston 
branch of the Standard Pressed Steel 
Company, returned to America on the 
Scythia, December 22, after spending 
13 months for the company in the 
British Isles, headquarters in Lon- 
don. He spent Christmas with his 
family and some time at the home 
office of the company in Jenkintown, 
Pennsylvania. He returned to Lon- 
don later in January. 

“Mitch,” as he is known to the trade 
in the territory he traveled here, has, 
with his genial personality, made 
many friends among the English peo- 
ple as he did in the United States. 
He tells some interesting stories of 
playing his favorite game, golf, on 
many of the fine courses in England 
and Scotland and is looking forward 
to a pleasant and profitable future in 
that country where he has made many 
close friends. 

te « 


Federal Electric Announces 
Siren Bulletin 

The Federal Electric Company, 
Chicago, has made available a new 
bulletin on sirens entitled “Federal 
Siren Bulletin No. 38.” 

Available markets are indicated for 
cach type of siren illustrated, to- 
gether with some description of its 
construction. Among the markets 
listed are fire departments, industrial 


plants, police patrols, ambulances, 
schools and institutions, ships and 
banks. 
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The New MORSE 
Screw Extractor 


Brought out to fill a very real need for every 
machinist, the MORSE Screw Extractor 
will add materially to your small tool sales. 


MORSE offers this new item in twelve sizes 
covering every need for machine shop, automo- 
tive service and oil well work. Sets of three or 
more extractors make convenient sales units. 


We shall be glad to furnish you with descrip- 
tive literature on this newest MORSE tool. 

















THE MORSE LINE INCLUDES: High Speed and Carbon 
DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS SOCKETS SLEEVES 


MOR S E& 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS..U.S.A. 
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ann. Packings will satisfy the 
s in your terri- 
= ‘ae ‘*.. as successfully as they 
have met the needs of industry for 
many years. Sales concentration on 
the complete LINEAR Line will prove 
profitable for you—and your customers 
will enjoy better packing performance 
at lower costs. 

Line up with LINEAR. Let us fill 
your next order : 
for packings. 

















Swivel Base Construction—No. 1 of a Series 





1832—100 YEARS—1932 
pawn ? peo) Remember you can sell Parkers against 


keenest of competition. 


7 Superior Points 





ping power. 





THE 
PARKER SALES POLICY 


~ © 


a 







100% 
“Gissouat cheutes diate ote. THROUGH a 
made possible by expanding the ring ae 
‘B’ against the side walls of the base 
‘A’. This is done by tightening up ‘ 2 ss 
wedge ‘C’ with bolt ‘F’. be Les eC, 
A decided advantage over the old €- iL San Af At ie NS 





style wedge nut grip. 


PARKER VISES 


THE CHARLES PARKER COMPANY 


MERIDEN, CONN. MASTER VISE MAKERS 


N. ¥. OFFICE, 101 PARK AVE. mee ye tate 

















mee Y GRIP LIKE A GRIZZLY 





No. 1 Swivel Base, 360 degrees grip- 








Kron Company Organized 
The American Kron Scale Com- 
pany, manufacturers of all types of 
heavy duty automatic dial scales, has 
recently been reorganized under the 
name of The Kron Company. The 
plant has been moved from its old 
location in New York City to 1720 
Fairfield Avenue, Bridgeport, Con- 
necticut, where larger and more 
adaptable space is available. 

Mr. Richard F. Straw, associated 
with the Wright Manufacturing 
Company since the war, has resigned 
his position as sales manager to be- 
come president of the new organiza- 
tion. The other officers are: F. W. 
De Foe, vice-president and H. C. 
Stevenson, secretary and treasurer. 
The board of directors consist of 
Ernst Ohnell, chairman; T. A. Yaw- 


| key, F. W. De Foe, Richard F. 


Straw, and H. C. Stevenson. Mr. 
George A. Nichols, formerly New 


| York Manager of the Wright Man- 


ufacturing Company, has also be- 
come associated with the new com- 
pany in an executive capacity. 


* * * 


Death of Fred Paul Sher 
Fred Paul Sher, treasurer of the 
Belmont Packing and Rubber Com- 
pany, Philadelphia, died Saturday, 
January 2. 


* * * 


Catalog “F’” of Lavelle Rubber 
Is Ready 
The Lavelle Rubber Company, Chi- 
cago, has just issued its catalog “F” 
on the mechanical rubber craft, illus- 
trating its enlarged line of mechani- 
cal rubber specialties. Color is used 
throughout the book. 
A brief foreword comments on 
the company’s twentieth anniversary 
which occurs in 1932. 


* * * 


Link-Belt Calendar Available 

The Link-Belt Company has just 
issued a 12-page, art gravure calen- 
dar, 24 inches by 15 inches, each page 
illustrating material handling, screen- 
ing or positive power transmission 
equipment. 

The calendar furnishes at a glance 
three months—the current, past and 
future month, making the dates read- 
ily accessible. 

A copy of the calendar will be 
sent to anyone requesting a copy on 
business letterhead. 
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Tue long-established leadership of Rockwoop 
Pulleys and the quick acceptance of the Rock- 
woop Short-Center Drive make the Rock- 
woop line an attractive one for every mill 
supply dealer. 

Because it is impractical for all dealers to 
carry a complete range of pulley sizes, The 
Rockwood Manufacturing Company provides 
large warehouse stocks in principal cities of 
the United States and foreign countries. From 
these stocks, popular sizes as well as infre- 
quently-called-for sizes of Rockwoop Pulleys 
are immediately available—also all sizes of 
Bases for the new Rockwoop Drive. 

Distribution outlets are then classified in 
three divisions, with definite discounts for each 
division: 

WAREHOUSE DISTRIBUTORS 


—carrying complete factory stocks and main- 
taining these stocks through daily factory re- 
placements. 


STOCK-CARRYING DEALERS 


—usually in cities where there is no warehouse 
distributor. Carry stocks of popular sizes only 
and draw on warehouse or factory stocks for 
infrequent sizes and for replacements. 


NON-STOCKING DEALERS 


—filling orders as obtained, by drawing on near- 
est stock-carrying dealer, warehouse distributor 
or from factory. 


R 














THE ROCKWOOD SALES POLICY 


Provides a Place and 


a Profit for Every 
Mill Supply Dealer 


POLLeys tHat PULL 








Substantial discounts are allowed for each 
class of dealer service rendered. Resale prices 
are strictly adhered to. With convenient stocks 
to draw on, quick service is assured. 


You fit into one of these classifications, either 
as a warehouse distributor, a stock-carrying 
dealer or a non-stocking dealer. Rockwoop 
grants no exclusive territory. Neither does 
Rockwoop encourage stocks to be so closely 
placed as to be unprofitable. 


additional cities, warehouse dis- 
tributor arrangements may be considered. In 
many industrial centers, there is an excellent 
opportunity in becoming a stock-carrying 
dealer. In every locality, non-stocking deal- 
ers can profitably sell Rockwoop Pulleys and 
Rockxwoop Short-Center Flat Belt Drives. 


In a few 


Lack of plant replacements during the past 
year has created a big future market. Needs 
for efficient power-transmission equipment will 
be greater than ever. Wise mill supply dealers 
are preparing now to get the business which 
eventually will be released. If you want more 
business in 1932 and really intend to get 7, 
write today for more details about the money- 
making Rockwoobp line. 


THE ROCKWOOD MANUFACTURING CO. 
1801 ENGLISH AVENUE: INDIANAPOLIS, INDIANA 
Division of General Fibre Products, Inc. 
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rip and cross-cut circular saws. 


FOLEY 


Saw Grinder, HG 12 


ITH this semi- 
W astomatic ma- 

chine, mills can 
keep saws in tip-top cut- 
ting condition and grind 
them perfectly in a frac- 
tion of the time required 
for other methods. Note 
these new features: 


Automatic Centering of Saw 
—gives every tooth same 
bevel and _ hook. Any 
bevel up to 45°. Quick 
change from one bevel to 
the other. 


be ground unevenly. 


Saws. 


hole. 


This 





Gumming a Circular 


Rip Saw 





Self-Centering Emery Wheel—at all times regardless of wear. 


Special Carrier for 1 or 2-man cross-cut saws. 

adjustable depth gauge for straight or crowned 
Can be tilted to any angle. 
of crown duplicated. 


Adjustable 
height and depth. 

Sliding Table—gives any 
cular saws. 


Depth Screw—all 


Adjustable saw rest 
operation. 
emery wheels furnished. 


for easy 


moderate- priced 
cost many times over. 
for complete information. 


FOLEY MANUFACTURING CO. 
46 Main St., N. E. 


The Only Machine Made 


for gumming and sharpening one 
and two-man cross-cut saws and 






Gumming a 2-Man Cross-Cut Saw 


Saw cannot 
Also 


Any amount 
Perfect alignment. 
teeth 


ground same 


amount of hook on cir- 


no chatter. 


Counter spring 
Bench type 


pedestal. Two 
8x% and 8x4 with \%” 


Made in motor and belt driven types. 


precision machine earns its 
Tell your customers! Write 


Minneapolis, Minn. 





Behind Dart Unions— 
FACTS—that will 


sell your customers 


OUR customers are com- 

paring values today. You 
find them keenly analyzing all 
points of your sales story. 


With DART Unions you can 
give them more than they are 
looking for—DOUBLE 
VALUE—made possible by the 
DART bronze-to-bronze ground 
joint principle, and other out- 








standing features of the DART 
line. 

Our distributors have learned 
that skillful presentation of facts 
proving DART performance 
and economy is producing or- 
ders in these trying times and 
building strongly for the future. 


The DART story will interest | 


——_——___—_—— 


| 


| 





you. Write for complete infor- | 


mation. 


TEES e UNIONS e ELLS 
Screwed e Flanged 


E. M. DART MANUFACTURING CO. 


PROVIDENCE, R. I. 


Sales Agents: 


The Fairbanks Company, New York 
and at all Branches 





Canadian Factory: 


Dart Union Company, Ltd. 


Toronto, Canada 


Palmer-Bee Has Hopeful Business 
Report 


The Palmer-Bee Company, Detroit, 
Michigan, reports that a large order 
placed with it by one of the automo- 
bile companies will necessitate oper- 
ating its steel fabricating division 
double shift during January and 
February. 

J. E. McBride, vice-president of 
the company, who visited the major- 
ity of the firm’s sales offices just 
before Christmas, found that consid- 
erable interest was manifested in 
many proposals for elevating and 
conveying machinery made the latter 
part of last year. He looks for a 
release of a large number early this 
year. 


* * x 


H. H. Timken Made Assistant to 
Timken President 


Henry H. Timken, Jr., has been 
made assistant to the president of 
The Timken Steel and Tube Com- 
pany, Canton, Ohio, it has been an- 
nounced by Fred J. Griffiths, presi- 
dent of the company. Mr. Timken 
has been serving as assistant works 
manager of the Timken Roller Bear- 
ing Company for the past two years. 


* * * 


General Refractories Makes 
Appointments 


At a meeting of the Board of Di- 
rectors of the General Refractories 
Company, Philadelphia, held on De- 
cember 28, the following appoint- 
ments were made: F. L. McManus, 
vice-president in charge of traffic; 
D. M. Thorpe, vice-president in 
charge of sales; and L. Tschirky, 
vice-president and assistant to the 
president. 


* * x 


Independent Pneumatic Appoints 
New Distributors 


The Independent Pneumatic Tool 
Company, Chicago, has appointed the 
John J. Normoyle Company, Moline, 
[llinois, distributor for the Thor 
pneumatic and electric tools, portable 
air compressors and_ contractors’ 
tools. 

This company has also appointed 
the Mitchell Machinery Company of 
Indianapolis its special representative 
in Indiana. 
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GOOD WORKMEN DESERVE NICHOLSON  EILES 





| He can file down a 





: T| Square block 
and keep it 




















Square 


He USCS a 


NICHOLSON 
FILE 


3 ee e 
| sila This is a real test of a filer. It is also a test 
; 


of his file. If he has a steady hand, a good 
eye and a Nicholson File he can take off a 
sixteenth of an inch all around. And the 
block will still be perfectly square. 


Nicholson File tooth points are specially cut 
and shaped to cut sharply under the pres- 
sure that they necessarily get in actual indus- 
trial use. 


The test of a file’s value is the amount and 
quality of work it will do. It will pay 
you to standardize on the Nicholson Brand. 


NICHOLSON FILE COMPANY 
Providence, R.1.,U. S.A. 


NICHOLSON Service Engineers 


The Nicholson File Company main- 
tains a research department which is 
constantly advising file men on ques- 
tions connected with files. 


The facilities of this department are 


available to you through Nicholson 
Service Engineers, one of whom is 
frequently in your locality. 


. roa eee 
cE tir laine 


If you have a question about files or 





Ss filing, drop us a line. We will be 

> y glad to have a service engineer get in 

ax touch with you. There is no obliga- 
Us A. tion connected with his call. 


ao kh 6©~FI LE FOR EVERY PURPOSE aq 





XUM 








76 


MILL SUPPLIES 








DR 








“Chicago 
Rawhide” 


Pinions 
and 
Gears 


L roducts 
of Wat LOW DRICE 





"Tuoucn jower# 


Jt will pay ) you to get 
jobbers to get ae 


p. Wall Mfg. Supply © 


EAD 


nee 
BLOW TORCHES ae 





| 





price then 
oduct designed 


for 
our jobber at once—oF 
y 


Jb with us- 


Pa. 


: h, 
Sompany * cere 








Rawhide | 
Fabroil | 
Bakelite 


Steel 


trfereet 


Brass 


A Complete Line With Real Sales Merit 


_ HERE is a good market in every ter- 
ritory for Chicago Rawhide Pinions 
and Gears; especially in conjunction with 
direct geared machinery operating at high 
speed, as Rawhide aside from being 
noiseless has a degree of 


brass and running under favorable condi- 
tions at high speed, will outwear either 
of these metals or steel. They are guar- 


Cast Iron | 


anteed to be of the best material, correct | 


in construction and of accurate workman- 





elasticity that enables it to 
absorb shock and thus re- 
lieve the machine of pos- 
sible damage due to vi- 
bration. Chicago Raw- 
hide pinions will transmit 
as much power as iron or 


ions, 





Distributors 


Investigate our line of 
Leather Belting, 


Hydraulic 
Packing, Gears and Pin- 
Leather Specialties 
and “Perfect” 


and Bakelite and cut 
Leather 
tions — spur, bevel and 
spiral. Non-metallic pin- 
sons operating with metal 


Oil Seals. gears, take all the wear. 








THE CHICAGO RAWHIDE MFG. CO. 


1301 ELSTON AVE. 


CHICAGO, 


ship. We also make non- | 
metallic pinions of Fabroil 


metal gears of all descrip- | 


Fowler Made President of 
Foote Brothers 

Franklin H. Fowler has been made 
head of Foote Brothers Gear and 
Machine Company, succeeding James 
IF’. Griswold. Mr. Griswold has re- 
signed to devote his time to other 
business projects. 

* * * 


Umstattd Vice-President Timken 
Roller Bearing 


William E. Umstattd has been 
made executive vice-president of The 
Timken Roller Bearing Company, 
Canton, Ohio. Mr. Umstattd has 
been with the Timken organization 
for 13 years, during the last two 
years as factory manager. 


* * * 


Coppus Engineering Takes Over 
Annis Air Filters 


The Coppus Engineering Corpo- 
ration, Worcester, Massachusetts, has 
taken over the manufacture of the 
Annis air filter used on air intake of 
compressors and internal combustion 
engines. 

k x x 


New Wagner Bulletin 


The Wagner Electric Company, 
St. Louis, Mo., has issued a loose 
leaf bulletin sheet on type RG brush- 
riding repulsion motors. This bulle- 
tin is available on request and is 
called Bulletin 173, Part 4. 








| J. G. Winn is office manager of the Chad- 


| 


wick Machinery Company, Milwaukee. 
He should be able to think big thoughts 
for he spends his days entirely surrounded 
by steam shovels, cranes, and all the big 
machinery used in construction. 
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STREN CTH 
SAFETY 


make all - steel TRIMO 
the most popular wrench 
on the market today 


pre wrench jobs haven’t changed a bit. They still 


call first of all for a wrench that is strong and safe. 


It is the safety and strength only obtainable in an 
all steel tool that keeps TRIMO still leading the rest. 


The TRIMO pipe wrench is the most favorably 
regarded tool of its kind on the market, and why 
not? TRIMO’s strength goes clear'through its struc- 
ture, not confined to a single part. Firm grip, mech- 
anically perfect ratchet action, and all steel con- 
struction lift TRIMO out of the competitive class. 


street F RRIMO wrence 


Made with uninterrupted improvement for over 40 
years by Trimont Mfg. Co., Roxbury (Boston), Mass. 

















78 


MILL SUPPLIES 











QUALITY 
REMEMBER MILWAUKEF MEANS BRUSH EXCELLENCE 
ene BRUSHE “ane 


Typically Modern 
The “MONO-BILT” | 


One of the leaders in the 
thoroughly up-to-date 
MILWAUKEE INDUSTRIAL 


BRUSH LINE 


The “Mono-Bilt” is one of the rea- 
sons why many distributors are having 
such notable success in selling the 
MILWAUKEE Industr:al Brush Line. 
This efficient and economical wire 
wheel brush for cleaning, buffing, pol- 
ishing, grinding, etc., has met with an 


enthusiastic reception among indus- 
trial users everywhere. And _ the 
“Mono-Bilt” is but one item in a 


great line of bristle, wire and fibre 
brushes manufactured by MILWAU- 
KEE, which are gaining constantly 
growing favor in plants in every sec- 
tion. 








“Mono-Bilt” 
Interchangeable 
Centers 


You can make good profits with 
the MILWAUKEE Industrial 
Brush Line. Write today for Cat- 
alog No. 29 and complete infor- 
mation. 





THE MILWAUKEE BRUSH MANUFACTURING Co. 


764-790 30TH STREET 


MILWAUKEE 
WISCONSIN 



















what will you—find car movers constantly neces- 
sary for shifting incoming and outgoing cars. 
Atlas proved performance in power, speed, durabil- 


, rings the bell with the 
men who influence the buying. 


ity, efficiency and economy 


It’s a good 


all kinds and you can never have too many friends 
among mill executives and employees. 


Write us for literature 


| 
APPLETON CAR MOVER CO., Appleton, Wis. | 
(= Some =i 5 SRG URN St 


” 


“entering wedge 


No. 6 of a series 


ee INDUSTRY BP 





Paper mills 
and other 
mills—cot- 
ton, woolen, 
knitting or 


for mill supplies of 



















Harry Ehrman, counter salesman for Wil- 

liam S. Roe, Incorporated, Newark, is 

showing H. S. Fritts, sales manager, one 

of the new anvils just stocked. Mr. Ehr- 

man is a very capable person who can 

toss around anvils as though they were 
flat irons. 





Dramatizing the Sales Approach 
(Continued from page 29) 
approach used by a spoonmaker to 
inject life into an old sales feature. 
After handing the jeweler a section 
of a new automobile tire, the sales- 
man asks, “Why is the tread heavier 
than the sidewalls?” Without hesita- 
tion, the jeweler answers, ‘‘Because 
that’s the point that gets the worst 
wear.” The salesman has been wait- 
ing for this opening, and he produces 
a cutaway spoon with heavier silver 

plating on the base of the bowl. 

These are only a few of the many 
excellent dramatic approaches which 
are now playing a growing role in 
American ‘selling. It is hoped they 
will impress upon all industrial sup- 
ply salesmen and sales managers the 
great possibilities which this unique 
approach opens up in the sales field. 
Our own results have more than con- 
vinced us that there are untold poten- 
tialities in dramatizing as many sales 
points as is practical. 

It is sincerely believed that any 
and every sales point of a piece of 
equipment or a service may be dram- 
atized if sufficient thought is applied 
to the problem... To back up this 
statement, I will be pleased to hear 
of one which cannot be dramatized. 
In all such cases that are brought 
to my attention, I will endeavor to 
supply an approach. 

Do not get the idea that a novel 
approach is suggested as the panacea 
for any lack of salesmanship. Rather, 
let us say that it should be worked 
into any sales campaign as a strength- 
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ening member. In our own success- 
ful sale of industrial equipment, we 
have found the mechanical approach 
to be most valuable in selling the fol- 
lowing classifications of buyers: 

1. Routine calls, upon engineers 
who are already familiar with 
the product, which might grow 
monotonous unless livened up 
in some dramatic way. 

2. For quickly gaining the atten- 
tion and interest of highly tech- 
nical engineers on initial calls. 

3. For calls on purchasing agents 
of large companies who pos- 
sess only slight technical under- 
standing and yet must be sold 
on, and remember our company 
and the products it sells. 

May we repeat that we have found 
increased sales in the dramatic or 
mechanical approach largely because 
sales points gotten over in such a 
manner are not easily forgotten; 
neither is the salesman nor the com- 
pany employing them. Furthermore, 
these approaches are lifting many 
salesmen over those dangerous first 
two minutes of the interview. 





Standing in front of an excellent window 
display of transmission equipment are a 
group of specialtists in that line. They 
are, from left to right, Frank Tracy, 
J. G. Wilson, L. L. Seggel and Charles 
Reeves of the Dodge Newark Supply 
Company, Newark, New Jersey. 


Colcord-Wright Distributes 
Atkins Line 


The Colcord-Wright Machinery 
Company, St. Louis, Missouri, has 
been appointed distributor for the 
E. C. Atkins line of metal-cutting 
hacksaws and bandsaws. The com- 
pany will sell this line throughout the 
entire state of Missouri. 
























DRA 


Dollar Makers 








































“UNBRAKO” 
Hollow Set Screw 


“Unbrako” Screws have become such 
favorites everywhere that not to handle 
them is equivalent to throwing away a 
great many profitable sales. 


And our many salesmen continually 
working with and for Dealers to increase 
their sales, demonstrate that we practice “UNBRAKO" 

what we preach—Co-operation. Socket Head Cap Screw 





We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Woed Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Fleor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 














STANDARD PRESSED STEEL CO. ral 


BRANCHES BRANCHES 
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Economy! Curtis Air Hoist 
costs one-hith that of other power 
hoists; no more than a chain block. 


When first cost or cost of operation is considered (in- 
cluding power, labor, depreciation and servicing) Curtis 
Air Hoists prove their greater economy over other types. 

But aside from economy, Curtis Air Hoists, because of 
their simplicity and accuracy (only one moving part) 
have positive advantages and are your logical choice 
if your hoisting involves any of these eight conditions: 


1. If ordinary labor handles hoists. 5. If gentle handling of load is needed. 
2. If over-loading is likely to take place. 6. If horizontal motion is required. 
4. If hoist failure means costly stops. 7. If atmospheric conditions are bad. 
4. If accuracy of spotting is important. 8. If outdoor operation is a factor. 
Write for Curtis catalog of air hoists and industrial equipment. 
Curtis Pneumatic Mchy. Co. 1928 Kienlen Ave. St. Louis 


CUR 


CURTIS I-BEAM 
AIR CRANE 

Has 10 to 40-foot span, 
1% to 10-ton capacity. 
Roller bearing, easily 
handled. Requires no 
special operator ; success- 
fully operated by any 
workman, especially 
with Curtis Air Hoists. 


I-BEAM TROLLEY 


Has large wheels, rorler 
bearings, self-equalizing 
frame and other features 
to make it unusually 
easy running. 


CURTIS 
COMPRESSOR 


Sizes 3 to 50 h.p. Tim- 
ken bearing equipped 
Water cooled. Curtis 
new Centro-ring lubri- 
cating system assures 
lowest oil consumption 
with certainty of safe 
lubrication. Unloader 
regulates air pressure. 
Bypass valve permits 
starting unloaded. ‘‘Car- 
bon Free’ valve design 
insures greater efficiency. 


CURTIS 
PAINT SPRAY 
COMPRESSOR 


4 


Sizes 14 to 5 h.p. 
Single or two-stage. 
Automatic control. Rec- 
ommended by leading 
manufacturers of spray 
guns. Centro-ring | ubri- 
cation prevents clogging 
of filters, minimizes 
chance of lubricating oil 
getting into air lines to 
ruin the paint job. 
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A department for distributors 
and salesmen 


Increasing Profits 


used machinery has enabled our 
company to meet the increased 
competition brought about by the busi- 
ness conditions of the past two years. 

Sometime ago we came to the real- 
ization that in this territory, the fu- 
ture for the industrial supply distribu- 
tor who did not specialize was far 
from rosy. Big mills were either run- 
ning only part time or were closed 
altogether. Our distributor competi- 
tors, losing sales because of this de- 
crease in volume, in an effort to make 
up for this loss, began to overlap their 
territories, thereby increasing price 
competition in the regular industrial 
supply lines. 

Accordingly, to meet this situation, 
we considered carefully on what line 
we could put intensive selling effort— 
a line where better facilities for serv- 
ing custgmers, and especially trained 
salesmen would produce greater vol- 
ume and profit. It did not take us 
long to decide that used machinery 
was the line. 

To most firms, used machinery is 
something associated with unprofitable 
trade-ins, but with us it is an important 
and profitable part of the business. And, 
although we sell considerable new ma- 
chinery, we do not depend upon that 
for volume. Consequently, we are not 
strongly tempted to offer the prospect 
for new machinery a trade-in price 
for his old machine that is far above 


G sat machinery on the sale of 





by Specializing on 
Used Machinery 


How used machinery, usually associated with 
unprofitable trade-ins, is made an important 
and profitable part of this company’s business 


By J. J. ROBINSON 


Sales Manager, Dillon Supply Company, 
Raleigh, North Carolina 





J. J. Robinson 


actual worth with the idea 
of balancing loss with the 
new commission sale. 

Of course, the big selling 
point for used machinery is 
that it is cheaper and hence 
will result in less loss in 
case it is damaged or ruined 
by inexperienced labor. 
An additional point in fa- 
vor of buying owr used 
machinery is that every 
machine we take in trade 
or buy outright is recondi- 
tioned before it is offered 
for sale. Hence, we can 
guarantee these machines 
assuring the customer that 
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they will compare fa- 
vorably with the new 
product except for im- 
provements in design 
that are incorporated in 
the later models. Nat- 
urally, buyers prefer to 
buy reconditioned ma- 
chines that are backed 
with a guarantee and are 
willing to pay more for 
them than they would 
for a machine of uncer- 
tain condition bought 
from a user. 

Reconditioning ma- 
chinery costs us less than 
it would the average in- 
dividual user because we 
have our own crew 
working the year around, whereas in a machine shop 
the customer must pay for overhead during the time the 
men are in the shop but not working. As we buy used 
machinery outright, we are able to arrange work to keep 
our men busy the year around, thus avoiding lapses of 
idleness. 

It is true, of course, that we have a natural advantage 
in our location. In the south, buyers are more receptive 
to used machinery than they are in many other sections, 
because contractors as a rule are not working against 
time, as those in the big cities are, and they cannot so 
easily get large sums of working capital nor dependable 
help. For these reasons, the southern contractor nat- 
urally looks with favor on a machine that will do the 
work at a lower initial cost and will result in less loss 
in case it is damaged by inefficient labor. 

Boilers are one of the principal lines we handle in 
our used machinery department. These are sold in saw 
mills, furniture factories, wood-working plants and in 
practically every type of plant operating in this section. 
We also handle mill machinery of all kinds, while con- 
tractors’ equipment forms a large part of our stock. 

We do not specialize in rent- 
ing machinery, although we do 
occasionally rent a machine for 
a short job. Where the pro- 
posed rental is for a long job, 
we can usually sell the prospect 








Warehouse view, showing part of the company’s. used 
machinery stock. 


When visitors see our complete facilities for 

reconditioning machines, they gain confi- 

dence in what we offer for sale. Welding 

and blacksmithing are done in the shop 

shown at the left, while to the right is a 
view of the machine shop. 


on the advantages of an 
outright purchase. 
Neither do we go in for 
extended time payments, 
30 to 60 days credit be- 
ing the usual terms. 

Specialists who sell 
our machinery get leads 
in several ways. The reg- 
ular industrial supply 
salesmen furnish tips on 
prospective customers ; 
we advertise in the clas- 
sified sections of the lo- 
cal newspapers in the 
towns covered by our 
salesmen, the advertise- 
ments being inserted at 
dates arranged so that 
replies will come in at a 
time when our salesman is in the town; and live pros- 
pects are sent our bulletin listing used machinery which 
we have ready for sale. 

Besides furnishing us with prospects for machinery 
sales, these local newspaper advertisements also give us 
leads for the sale of our regular line of industrial sup- 
plies. Some unexpected business has developed from 
them. In fact, the used machinery department furnishes 
more customer leads to the industrial supply department 
than the latter is able to turn to it. The reason for 
this is obvious, for when a man is opening a new plant, 
the first thing he does is to arrange for the purchase of 
machinery. Thus, if we have had satisfactory relations 
with the customer on his initial purchase, we have an 
excellent entree for supply sales later. 

Our salesmen travel in cars for a double purpose. As 
we cannot bring the machinery to the customer, we use 
the cars to bring the customer to the machinery. An- 
other advantage in using cars is that when the prospect 
sees our full display, he is not only able to make a better 
choice, but he meets the officers of the company and 
becomes acquainted with us as individuals. While we are 
continuing as before with the in- 
dustrial supply business, we have 
found that special sales effort on 
used machinery not only increases 
profits, but stimulates the sale of 
regular supplies as well. 
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Merriman Succeeds Tapley in 
Riddell Company 

O. E. Tapley, southern represen- 
tative of the W. A. Riddell Com- 
pany, Bucyrus, Ohio, has resigned 
his position to accept the appoint- 
ment of Commissioner of Streets, 
Roads and Bridges of Pulaski 
County, Arkansas. 

According to an announcement by 
Mr. Jersey of the Riddell company 
George Merriman has been appointed 
to succeed Mr. Tapley as represen- 
tative. 

* * x 





Bastian Blessing Has New Minia- | 


ture Catalog 
The Bastian-Blessing Company, 
Chicago, announces a new miniature 
catalog, number 57. This catalog is 
pocket size, making it very handy for 






use by salesmen, and contains a | 


great deal of material which will not 
only be valuable to the buyer but will 
serve as a guide for distributors. 
Among other subjects, covered 
briefly in the catalog, are: How to 
make up a complete welding outfit, 


How to choose a torch, Five essential | 


features in an oxy-acetylene torch, 
Five simple tests for proving the eth- 
ciency of an oxy-acetylene torch and 


illustrated discussions of Rego equip- | 


ment and its applications to different 
welding jobs. 
* * x 


Electric Hoist Association 
Reports 


The members of the Electric Hoist | 


Manufacturers’ Association report 
that the number of hoists ordered 
during the month of December, 1931, 


increased 32.673% as compared with | 
the previous month, and the value of 
such orders increased 20.596% as | 


compared with November, 1931. 


Shipments were 26.461 % smaller in | 
December than they were in Novem- 


ber, 1931. 
oo 


Stanley Tools Buys Farrand Rule | 


Business 

Stanley Tools, New Britain, Con- 
necticut, announces the purchase of 
the rule business of Hiram A. Far- 
rand, Incorporated, of Berlin, New 
Hampshire, developer and manufac- 
turer of the Farrand rapid rule. 

Transfer of machinery and equip- 
ment has been completed, and the 
Stanley company is ready to handle 
this newly acquired business. 


Distinctive 
Among 
Belt Lacings 


Alligator Steel Belt Lacing combines 
the features of (1) a smooth, flexible, 
rocking joint, (2) great surplus 
strength, (3) preservation of the belt ends and (4) easy, rapid 
application with a hammer as the only tool. It compresses the 
belt end in a powerful vise-like grip. No holes to punch. Often 
lasts the full life of the belt. Suitable for all types of belting. 
Eleven sizes. Made also in Monel Metal. You can recommend 


it “blind”. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London, E. C. 2 




































Are You Changing Your 
Merchandise Set-Up? 


=| a 


I 





= 


(We Sell Through Distributors) 


ail i 


Has your experience during the last two years convinced 
you of the necessity for concentrating your sales efforts on 
modern, profitable items, with definite and constantly grow- 
ing markets? If so, TORCHWELD Welding and Cutting 
Equipment and Supplies will prove a real asset to you. 
The great TORCHWELD line offers you vast opportuni- 
= a real profit coming to you on each and every 
sale. 

Write for our exclusive, profit-mak- 

ing proposition for distributors. 





‘TORCHWELD EQUIPMENT COMPANY 
224 N. Carpenter St., Chicago 


For Profits in 1932—Sell Thay, 
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GROBET 
ROTARY 








offer the new 
Grobet Swiss 
Rotary File, made 
by the makers of the 
famous Swiss Files of the 
same name, that have es- 
tablished world fame for the 
last century. 

These rotary files and rasps 
are made in hundreds of differ- 
ent sizes and shapes to meet 
every condition and requirement. 

We have a stock of all shapes 
and sizes on hand, including | 





many new cuts and styles. 
Let us send you our new 
Catalog R. K. 








GROBET FILE CORPORATION | 
OF AMERICA 

3 Park Place, | 
| 


New York City 











Encou rage Economy | 
While You Increase Profits with | 


Genuine Hettrick 
Stitched Canvas Belting 


HE urgent need for plant 

economy today gives you 
your finest opportunity to sell 
Genuine Hettrick Stitched 
Canvas Belting. 

Genuine Hettrick is eco- 
nomical — in every sense of 
the word. Test after test has 
proved it. At the same time, | 
it measures up to the very 
highest standards of belt ef- 
ficiency. | 

Help your customers to keep 
their belt costs down to the mini- 
mum by selling them Genuine 
Hettrick. And, at the same time, 
increase your profits and repeat 
orders. 

Write for the details of our 
distributor franchise. 


new MILL SUPPLIES CATALOG 
and DIRECTORY. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 


[ess our exhibit on Page 121 of 56 |} 





TOLEDO, OHIO 














As evidence of hard times the field editor 
took this photograph at the rear of the 
Pittsburgh Gage and Supply Company 


building. These 75 autos parked here 


| while their owners are within, would sug- 


gest that this company’s employees weren’t 
exactly starving. 
Keeping Credit Losses Under 1% 
(Continued from page 9) 
“We hope the foregoing statements 
are clear to you, that you appreciate 





| our position and that we may expect 


a check this week.” 

In the following letter to a very 
delinquent account, you will see that 
though still friendly, the last line con- 


tains sufficient force to break down | 


the indifference of many slow-paying 
customers : 


“Enclosed you will find a state- 


ment of your account as of Decem- 
ber 31, 1931; it will show a balance 
of $35, which exceeds our credit 
terms of 30 days net by several 
months. In a friendly way, may we 
not advise you that when we extend 


credit we expect payment will be | 


made when due? 

Credit is a valuable asset and you 
can insure your good standing with 
this company by prompt remittance.” 

Courteous, brief letters with punch 
and enthusiasm enable us to avoid 


| most credit losses. 





Earl Bean, left, and Sy Nash are partners 
in the industrial supply business in Olym- 
pia, Washington, under the name, Olympia 


Supply Company. They have a good 
building, nice stock and besides themselves 
have two men out hustling for orders. 


(1905 GrranD 1932 


The STANDARD LINE 
FLEXIBLE SHAFTS 
and 


EQUIPMENTS 
Type M7A—1)4 H.P. Capacity 














Send for our Large and Complete 
| Catalog No. 25, showing many 
| types and sizes 4 to 2 H.P. 


Manufactured by 


N. A. STRAND & CO. 


Chicago 


1 line. 


that makes 
it possible 
for you to 
concentrate 
sales effort 











Cap Screws 

Set Screws 
Coupling Bolts 
Milled Studs 





The 
Wm. H. Ottemiller Co., 


York, Pa. 
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Clarence Campbell of Page Steele and 
Flagg, New Haven, Connecticut, is posing 
to demonstrate the company’s system of 
receding shelving that permits orders be- 
ing filled from the highest shelves without 
the use of ladders. 


Truck Driver Tony Turns 
Salesman 
(Continued from page 25) 
you know, this guy comes right out 
and says that this is the kind of a 
gadget that he had been hunting for, 
for a long time. So he runs up to 
the purchasing department and gets 
an order for two half-ton hoists and 

hands it to me. 

Boy, when I laid that order on 
the sales manager’s desk, the old 
buzzard nearly kissed me. I told 
him how I had done the job and 
right away he steams into the big 
boy’s office with it. Even the sales- 
man who calls on this account comes 
around and says that he thinks I 
did a swell job. 

Well, I figured to myself, if I can 
do this thing in one place, I ought 
to be able to do it in another. Sure 
enough, the next day I found a ship- 
ping clerk who was mad as hell 
about the twine he was getting. I 
told him that we sold twine and he 
says, “Well, what of it?” 

Following the system which had 
worked out so well the first time, I 
got hold of some samples of twine 
like I had seen him using and car- 
ried them back with me. And, Al, 
do you know I got an order for $20 
worth of the stuff? 

Not only that but I carry those 
twine samples on the truck with me 
all of the time now and I already 
have 25 regular customers. The boss 
finally has gotten all of the other 
drivers to do the same and, boy, we 
have gone places with our twine 
business. 





If this being a salesman wasn’t 
such a sissy business, I think I’d try 
it myself because the Boss says to 
me the other day, “Tony, if all of 
my other salesmen were as good as 
you are, my hair wouldn’t be so 














INCREASE YOUR 


VOLUME! 


Thick liquids or thin?—acids or alkalies?—corrosive or com- 
bustible? Tell us the nature of the liquid your customers handle, 
and we'll show you the correct pump for the job. Better still— 
keep at your finger tips this complete reference data on the Roper 
line of pumps for industrial and commercial duties. 








THIS BOOK 
SENT FREE 


A money maker 
for you because 
it gives valuable 
pump engineer- 


Sell ROPER Pumps 


to Transfer any of these Liquids 


ing data; also Acetic Acid Hydrochloric Ack 
. . ono 
Specifications on Ammonia Hydroftuorie Acid 
. mmonium ron Pyritic Acid 
a line of pumps ccmenes ee 
used in practi- Aniline Water Lacquer 
cally every industry. Roper pumps Beer Lineood Ont 
are good profit items for jobber’s oe Liquid Food Products 
salesmen everywhere. Send for this Benzine agnesium Compounds 
‘ ° ° Bitterwasser Mash 
book and keep it handy—it will Bleachery Mercury Compounds 
put dollars in your pocket if you sone Milk 
‘ Milk of Lime 
follow its leads. Cachaza Molasses 
Calcium Brine plus Naphtha 
PR ace Nermeen M Nitric Acid 
jum Compout 
QUICK FACTS ABOUT Cane ico i 
ROPER PUMPS |! Carbon Bisulphide Petroleum Products 
Caustic Compounds ete ne Cor a 
1. Backed by 75 years of pump Chlorine in Solution ey ono aga 
manufacturing experience. Coolant Oils — 
2. Simplest principle—rotary —e Soap Water 


at ° $ te (BI Sodium Compounds 
gear—only two moving parts. —e 


Vit Starch 
Strontium Nitrate 


3. Built of materials best suited ee A up 
to purpose for which pumps Cyanic Acid Se oe 
Cyanide ulphur Compounds 
are to be used. No specula- Cyanogen Sulphurle Acid 
tion on metals—tested first, a jo! «a 
then adopted. Ouse Tenner Syrup 
4. Fewer parts to wear—longer Dye Wood Liquor Tar and Ammonia in 
life—minimum care—less re- Fer Compounds, Turpentine oil 
errous Lompounds arn 
placement expense. cools Vegetable Ot 
i Gasoline later 
5. Made in a complete range of — Were Pulp 
types and sizes—a pump for Glycerine Wort 
Heptane Yeast 
every purpose. Hops Zinc Compounds 


6. Free engineering 
help tojobbers and 
their salesmen. 





GEO. D. ROPER CORP. 
460 Blackhawk Ave., Rockford, Ill. Rotary Gear Pumps 


Send me free book, and put my name on your mailing list for bulletins on new 
pump developments. I am interested in the profit possibilities of Roper pumps 
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“POSITIVELY 
Unbreakable!’’ 


in Any Machine 
Think of the force behind that 
statement. You can use it 
fearlessly with~ 


MARVEL 


HIGH SPEED EDGE 


Hack Saw Blades 


An unbreakable saw blade effects defi- | 


nite economies in the industrial plant. 


MARVEL Hack Saw Blades are un- | 
breakable—absolutely guaranteed— | 


even in case of accident. 

Add to that their speed in operatio 
and their remarkable perform- 
ance, 











and your customers 
have a real buy — one 
they will quickly 
appreciate. 


Your hack 
saw blade 
sales — and 
profits — will 
increase with the 
MARVEL line. Write 
for details. 
ARMSTRONG-BLUM MFG. 
“The Hack Saw People” 
353 N. Francisco Av., Chicago, U.S.A. 


bonite 


BRAKE LINING 
FACINGS 
BLOCKS 


co. 













FRICTION 
MATERIALS FOR INDUSTRY 


are so varied in size, width, thickness and 
length, and, your stock requirements are so 
dependent on your particular customers, that 
we suggest you stock no sizes until you have 
determined the items that will be steady re- 
peat sellers for you. 

You can go after this profitable, 


growing 
business without stock investment. 


Send us 


the needs of each customer and we will ship 
the proper brake lining, block or clutch fac- 
ing, and will fully 
ance. 


guarantee the perform- 


Write for Catalog Sheets 





<Ze—>~L.J.MILEY CO. 


INCORPORATED 


1462 S. Michigan Ave. 
~ CHICACO-U.S.A. 


FACTORY — HUNTINGTON, INDIANA 


| gray.” What do you think of that, 
Al? 
Well, Al, I just thought that you 


have been passing up a bet by not 
writing about some of the smart guys 
in this industrial supply game and I 
thought I had better write to you 
about it. 
Well, 
| ing you Al, won’t you, but I saw in 
| your magazine that your name was 
Albert and I didn’t think anybody 
would like a sissy name like that. 


to the Unity Engineering Company, 
| I'll have to sign off now. 
| be hearing from me again soon. 
Your truly, 

Tony the Truckdriver. 
| BFS 
| out to our town again soon. I haven’t 
| had a good laugh since my mother- 
| in-law died. 





CAPITAL Cl 





The chap with a smile in front of this | 
group from the Capital City Supply Com- | 


pany, Charleston, West Virginia, is hold- 
ing a pair of baby alligators he just 
received from a friend in Florida. 


sales manager, that the third alligator was 
in one of his pockets with the result that 


he moved his head just as the camera | 


clicked. 


A Measuring Stick See Sie 
| Efficiency 


(Continued from page 13) 
| investigating various accounts with a 


ures into black. 


man 


ume figures, had 77.5% of his orders 


corrective steps is easily seen. 


| on one order, or, failing in this, drop- 
| ping them entirely as unprofitable 
and confining his efforts to those cus- 
| tomers whose accounts show a rea- 
sonably high percentage of profitable 
orders. Further than this, of course, 






Send that guy Cutie Smith | 


Some- | 
body in the group told C. W. Dabney, | 


view to moving them from red fig- | 


When it is considered that Sales- 
A, despite his remarkable vol- | 


in the unprofitable class, the need for | 
Many | 
of his accounts will bear close scru- | 
| tiny with a view to encouraging the | 
consolidation of several small items | 


Al, you’ll excuse me for call- | 


Seeing as how I got to read up on | 
some casing nails that I might sell | 


You'll | 





ed Shield 


SPEED 
DRILLS 


Leading Distributors 
always sell 


Red Shield” 
Drills because their customers 
create new trade by con- 


stantly recommending their 
results. 


rae INDU. mony Fe, 





THE ae Co. 


CLEVELAND 
New York: 94 Reade St. 
Chicago: 552 W. Washington “Blvd. 








MERCHANT TESTED 
PIPE NIPPLES 


PACKED in CARTONS 


\” TO 1” PIPE SIZE 
ASSORTED OR ONE 
LENGTH 














Xx 
Xx 
Xx 
Xx 
Xx 
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NO DUST 
NEAT FIT 


Wheeling Machine Products Co. 
WHEELING, W. VA. 
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Tool steel runs into money, especially the 

high speed stuff. What is stacked up here 

against the wall may at a rough estimate 

be worth $10,000 to $12,000. This view 

was taken in the warehouse of the Penin- 

sular Iron and Steel Company, San 
Francisco. 


his every effort should be bent to 
increasing his average mark-up which 
will immediately move many orders 
into the profit-yielding class. 

Salesman B, on the other hand, is 
maintaining quite a satisfactory gross 
profit rate and can seemingly only 
improve his showing by an attempt 
to secure more small items on one 
order. This may be a little difficult 
to do, however, due to the fact that 
so many of his customers are within 
a stone’s throw of his company’s call 
counter, 

As has been explained before, an 
accurate cost study was not the aim 
of Mitt Supp ies in illustrating the 
method discussed above. Rather, the 
method, based on an accurate cost 
study made by the Department of 
Commerce, is presented in the hope 
that it will provoke thought along 
the lines of profitable operation by 
distributors. Some such system, we 
believe, will prove valuable to dis- 
tributors interested in knowing their 
costs of operation and will amply re- 
pay such executives for the slight 
effort necessary to install it. 

Naturally, each distributor will 
find slightly different conditions af- 
fecting such a system, but in the 
main, all are alike in that profitable 
operation must be their aim if they 
are to justify themselves as the log- 
ical outlets for industrial supplies. 


* * * 


Bryant of Joseph T. Ryerson 
Resigns 

A. G. Bryant, general manager of 
the machinery division of Joseph T. 
Ryerson and Son, Chicago, has re- 
signed, effective December 31, 1931. 
Mr. Bryant had been with the com- 
pany 20 years. He will open an 
office at 400 West Madison Street, 
Chicago. 








NEW 


RAIL HUGGER 
TROLLEY HOIST 





A new item for our distributors. The power, speed 
and safety of the Yale Ball Bearing Spur Geared 
Chain Hoist and Yale Trolley equipped with Tim- 
ken Bearings are built into this compact, efficient 
unit. Made in capacities of from 11/2 tons to 
10 tons. 


Distributors serve industry economically. Buy 
Yale from your industrial supply distributor. 


For detailed specifications of the New Rail 
Hugger, write to Dept. B-2 


THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S. A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, 
Hand Chain Hoists, Electric Hoists and Trolleys 
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Copper Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from vs to 1% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 14% in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices, 


WOLVERINE TUBECO. 


SEAMLESS COPPER hy = BRASS & ALUMINUM 






ls eam 
STEELGRIp 


Flexible Belt Lacing 


for Transmission and 
Conveyor Belts 


Comes boxed in 
convenient lengths— 
quickly broken to 
desired width— 
applied with a ham- 
mer in a few min- 
utes. 
STEELGRIP is 
stronger, is made of 
treated steel; has 2- 
piece hinged rocker-pin that takes up 
wear A complete line. Adopted as 
standard by many leading industrials. 
Recommended for heavy-duty as well as 
general use. Increases the life of rub- 
ber and fabric belts for it compresses 
ends and prevents fraying. Suitable for 
the widest conveyor belts. Furnished in 
Monel Metal for steam and acid condi- 
tions 


ARMSTRONG-BRAY & CO. 
308 Sheldon St., Chicago, U. S. A. 
Write for litera- 


ture, prices and 
territorial propo- 


1451 Central Ave. 























\ Sition. 


Who’s Who 
(Continued from page 56) 


manufacturers began to urge him to 
carry stocks. Consenting to this, in a 
few months he was carrying a consid- 
erable stock of merchandise. Almost 
before he knew it, he was virtually a 
distributor, so he said to himself: 
“Why not be one in name as well as in 
| fact?” So, on October first of that 
same year, his business, which was 
known as the Woodbury Steel and 


Ward Smith to form the Smith and 
Woodbury Company. Smith’s health 
failing, he sold out to Woodbury and 
William S. Wheeler. The Woodbury 
and Wheeler Company was formed 
June 1, 1925, and operated as such 
until February 28, 1931, when Mr. 
Wheeler sold out. The firm name 
has been changed to Woodbury and 
Company and the stock is now owned 
by Mr. Woodbury and his associates, 
Gifford M. Rogers, vice-president, 
and Fred F. Holcomb, treasurer. 


It can be seen by the foregoing 
that Woodbury and Company is a 
comparatively young concern, for 
less than a single decade covers its 
activities since the day that Wood- 
bury bought his office desk, which, 
it may be said in passing, he still 
uses. The plan to specialize exclu- 
| sively in industrial tools and supplies 
| has been adhered to strictly. Another 
| aim from the first was to handle only 
| the best, nationally known lines and 
only one line of specific classification. 





| pany is the chief distributor, which 
| appears in its 400-page catalog, is 
| a blue ribbon list from start to finish. 

Another principle, which the 
Woodbury business has followed re- 
ligiously, is that of having a clearly 
defined territory, staying inside of it 
and working it thoroughly. This ter- 
ritory is the state of Oregon and the 


ton, generally recognized as Portland 
trading territory. 


It is not within the scope of this 
article to go further into the business 
and methods of conducting it, except 
as to things which indicate the char- 
acter and methods of the man at the 
head of it. In the latter category, 
there is one thing that might be men- 
tioned, not only because it is indic- 
ative of Mr. Woodbury’s painstak- 
ing thoroughness, but also because it 
may offer a suggestion to other chief 





Machinery Company, was merged | 
with another small business owned by 


The list of lines for which this com- | 


southwestern portion of Washing- | 


ARM “ HAMMER 
Wrot Iron Anvils 


CRUCIBLE STEEL FACE 








| Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 











To Distributor Executives: 


When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
‘cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
| sales-building helps it contains. 





|At a cost of only four cents a month, 
|you can (as hundreds of other dis- 
'tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
| evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
sent you later. 


MILL SUPPLIES 


| 520 N. Michigan Ave., Chicago, Ill. 
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TRY 


Demonstration 
with 


THE NEW 
BADGER 


And Watch 
the Results! 


Remember the old adage: 
“Seeing is believing?” 


The New Badger is very easy 
to demonstrate. At every op- 
portunity, show your pros- 
pective customers just how it 
works. Let them operate it 
themselves—and watch their 
interest grow. This convincing 
method of selling will pay 
you dividends. 


Demonstration will also prove 
effective with The Advance 
Safety Car Wrench—an ideal 
sales mate for the New 
Badger Car Mover. 










Ask us all 
about your 
profit op- 
portunities 
with this 
great com- 
bination of 
railway 
tools. Write 
today. 





Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance 


Car Mover Co., Welland, Ontario, Canada 









executives. We refer to his “Presi- 
| dent’s Annual Report.” The ordinary 
annual report too often covers only 
| the financial statement, together with 
a few outstanding achievements made 
| during the year. Woodbury’s reports 
go much further than that. They 
|are veritable diaries of the business 
| from week to week. He makes pro- 
| lific notes throughout the year, which 
| are later embodied in condensed form 
lin the report itself. Every sales 
|plan which the company makes is 
duly recorded, and after it is in effect 
day and week to week are recorded, 
| So that at the end of the year there 
'is a complete picture of how it 
worked out. All other things of 
‘more than passing interest are set 
| down — changes of personnel, sales 


| meetings, history of lines taken on, | 


| 
|business problems and how met— 
'and become a part of the finished re- 


| port, which is bound with the pre- | 


| vious year’s reports. 

It might be said of Mr. Wood- 
| bury’s reports, that they are so ex- 
'haustive and so clearly and logically 
| prepared that if anything should hap- 
|pen to him, almost anyone with a 
| fair knowledge of the distribution 

business could take up the work 


| 
| 
| 
| 
| 
| 


lit was done, and how it worked out 


|is set down in these reports. 


| Mr. Woodbury was married in 
| 
| 


1906 to a Superior girl, Audrey Su- 
san Welty, whose pigtails he used to 
pull when they were kids. They have 
two boys, Sidney, Jr., 24, and Peck, 
19. Both have gone to Oregon State 


Young Sid has been more or less of 


a good deal of the world before set- 
tling down to be a salesman in his 
father’s 
working for the company, but will 
shortly be sent east to some of the 
suppliers’ factories and then go back 
to college to complete his engineer- 
ing course, after having been sea- 
soned with a little practical work. 





| Mr. Woodbury is a Shriner, a Ro- 
|tarian, honorary member of the 
'Oregon Association of Purchasing 

Agents (in recognition of being one 
lof its founders), Multnomah Ama- 
| teur Athletic Club, Portland Chamber 
|of Commerce, and finally a member 

of the great fraternity of handball 
| players, whereby he keeps in fine 


oN 


j the results of the plan from day to | 


without experiment and lost motion. | 
Everything that has been done, how | 


College, taking engineering courses. | 


company. Peck is_ also | 


NEW LUBRICATING 
FEATURE BIGGEST 
IMPROVEMENT IN 
D9 YEARS 


Tighter Seating, Easier Operation, 
Less Maintenance, Longer Life 


This new principle in gate valves was 
originally developed for one of the large 
refineries. This refinery had tried gate 
valves of many different makes, but 
found that ordinary valves would last 
but a few weeks. 


Lubrotite Gate Valves were installed. 
After many months of service under 
the hardest possible operating condi- 
tions, these valves today are perform- 
ing as well as the day they were put 
into service. 

















|a traveler and sailor and had seen | 


In the Reading-Pratt & Cady Lubro- 
tite Gate Valves, a lubricant is intro- 
duced under pressure between the dise 
and seats. This thin film of special 
lubricant protects the seats and the 
valve stays tight so long as the melt- 
ing point of the lubricant-seal is not 
exceeded. 


Where foreign materials scratch the 
seats and cause the ordinary gate valve 
to leak, the Lubrotite Lubricant seals 
such leaks and prevents them from 
becoming larger. 


Lubrotite Gate «Valves open easier. 
Sticking is prevented by screwing down 
the lubricating guns a turn or two 
as the valve is being closed. Also, a 
turn of the guns will free a _ valve 
which has become stuck after being 
closed for a long time. 


Jubrotite 


IRON & STEEL GATE VALVES 


MACE READING- PRATT & CADY, Inc. 
Bridgeport, Conn. 
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DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 


The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 

Model No. 3 Sells for 
$60.00. 


Electric 
Blower 
Company 
352 Atlantic Ave., 


Beston 9, Mass. 
U.S. A. 














PROFITABLE 
SELLING 


Specialty Sales 
Yield Desirable Profits 


Davis Valve Specialties conform 

to each of the three factors rec- 

ognized as essential by experi- 
enced distributors. 

Complete Line—a valve specialty for 
every automatic pressure regulation 
requirement. 

Distinctive Design — effective simplicity 
proved sound by years of performance. 

Established Reputation — over 50 years 
on the market gives Davis Valves wide 
acceptance. 


DAVIS REGULATOR CO. 
2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 
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